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While in Los Angeles for the big NALU Convention, you’re 


next-door neighbor to 


Pacific: Mutuctl, 


LIFE INSURANCE COMPANY 


Our home office shares the same block with your convention 
headquarters. So of course we hope you'll step around and 
let-us say “HELLO!” 


ATIVG NOILNGAANOD 351 o_o 


(California’s first and oldest) 


LIFE INSURANCE COMPANY 
LOS ANGELES, CALIFORNIA 


On Sixth Street from Olive to Grand — Entrance 528 West Sixth. 

































2 ee es ees BRIEFLY — HERE ARE THE PLANS aaah | oe oe 
LONG TERM — Issued to Age 50 — Renewable to 60 


Limit 
Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life 5 ee 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years > 400 
Policy is Non-Concellable — Non-House-Confining — Non-Aggregate Monthly Indemnity, 
. . Medical Required 
Incontestable — Guaranteed Renewable —Non-Prorating — Retroactive Waiver 


of Premium after 90 Days of Total Disability y 


INTERMED [ATE or Short Term — Issued to Age 55 — Renewable to 65 7 


Ist, 4th, 8th, 15th or 31st Day Accident — Payable for 2 Years, 5 Years, each Claim Linnie 


citi | ‘400 





4th, 8th, 15th or 31st Day Sickness — Each Claim Payable up to 1 or 2 Years > 

io : Monthly Indemnity, 
Policy is Non-HouseConfining — Non-Cancellable — Non-Aggregate Medical Required 
Incontestable — Guaranteed Renewable — Non Prorating — Retroactive Waiver eee 
of Premium after 90 Days of Total Disability J 


OP TIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 ? 
Days each Claim ) Py 


Up to $300 — Surgical Schedule 
Up to $40,000 — Accident Death Benefit 
$500 — Blanket Accident Medical Expense oS 
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Up to $200 per Month Additional for 3 Months — for Travel Accident 

ACCI D ENT ON LY — Issued to Age 59 — Renewable to 70 (One-half 7 
Benefit if Injured after 65 ) Limit 
Ist, 4th, 8th, 15th or 31st Day Accident for 2 Years, 5 Years, each Claim or Life : $ 400 
Up to $40,000 Accidental Death Benefit 

Monthly Indemnity, 

$500 — Blanket Accident Medical Expense No Medical 
Up to $200 per Month Additional for 3 Months — for Travel Accident 
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So that all may know ... were proud of these 
| 94 Underwriters who by their Quality Underwriting 
helped attain the Billion in 1951... 


The coveted goal of a Billion Ordinary Insurance in bered among the leaders in this attainment were these 
force was reached in June, 1951 — thanks to an 94 Jeffersonians who qualified for the 1951 National 


aggressive, spirited Field Organization — and num- Quality Award. 
1951 QUALITY AWARD QUALIFIERS 




















































































































































































































































































































David H. Andrew Statesville, N. C. Al L. Mayberry. Orlando, Fla. 
E. Frank Andrew G ib N. C. W. A. Meyerhoeti Joh City, Tenn. 
W. H. Andrews, Jr., C.L.U. G b N. C. Clay R. Miller. Salisbury, N. C. 
W. A. Beth Charlotte, N. C. Leroy C. M San Antonio, Texas 
W. H. Branch Chapel Hill, N. C. L. O. Murphy. Laurel, Miss. 
E. W. Bi Rome, Ga. J. L. McCann Charlotte, N. C. 
W. L. Brooks. Charlotte, N. C. J. Leslie McConnell Ninety Six, S. C. 
C. Troy Carroll Waco, Texas W. H. McKinney. Morganton, N. C. 
Howard E. Carr G b N.C. J. E. McKnight. M ville, N. C. 
James C. Carr Philadelphia, Pa. F. V. MeNair, III. Bethesda, Md. 
L. Roy Cloning Amarillo, Texas Walter Nance Cc d, N.C. 
J. T. Comer, C.L.U Gastonia, N. C. J. H. Norsworthy. Paducah, Ky. 
J. Salah Craig. Henderson, Texas D T. Payne. North Wilkesboro, N. C. 
T. B.D. Goldch N.C. A.M. RB Tyler, Texas 
H. L. Darling. A polis, Md. Elbert S. Ree Atlanta, Ga. 
Walter L. Davis Chatt. ga, Tenn. W. A. Reynold Durh N. C. 
James P. Deal Knoxville, Tenn. A. F. Roberts, Jr Lubbock, Texas 
William J. Donald Dallas, Texas Fred Roberts. Dallas, Texas 
Leo A. Douglas, C.L.U El Paso, Texas James F. Rog Vallejo, Calif. 
J. P. Duncan Marshall, Texas M. A. Rosoff, C.L.U. Philadelphia, Pa. 
Gurney E. Edg Fayetteville, N. C. Robt. L. Sanders, Jr. Memphis, Tenn. 
Alfred P. Farrar Athens, Ga. O. P. Schnabel San Antonio, Texas 
Robt. E. Flemister, Jr. Birmingham, Ala. W. J. Schnabel San Antonio, Texas 
William E. Fletch Tulsa, Okla. Roy L. Sessi Amarillo, Texas 
Patrick J. Fogarty. San Antonio, Texas Clyde T. Shaw. Asheb N. C. 
J. P. Fritts. Chatt ga, Tenn. R. H. Shoaf. Lexington, N. C. 
Henry R. Gay. Atlanta, Ga. J. V. Simp Burlington, N. C. 
S. M. Gibbs Reidsville, N. C. Stanley Simp Atlanta, Ga. 
Neal Gibson Sherman, Texas Albert Lee Smith. Birmingham, Ala. 
W. B. Gibson. s 8. C. F. McKey Smith Washington, D. C. 
I. W. Gillett. El Paso, Texas P. Lee Smith. High Point, N C. 
Johnnie C. Gravitt Henderson, N. C. E. Fred Smock. Louisville, Ky. 
Carl H. Green. Birmingham, Ala. Manning Spott d Mobile, Ala. 
Felix L. Hargis. Ft. Worth, Texas Donald &. Stark. Cincinnati, Ohio 
Glenn R. Harper. New Orleans, La. Stanley Sturm. G ib N. C. 
Howard Harper Mobile, Ala. Ben L. Tabor. Harrisburg, Pa. 
Ed. M. Hicklin Burlington, N. C. Joe Toffelmi Albuquerque, N. Mex. 
W. Dick Hinton. G b N. C. Jack Umstead Memphis, Tenn. 
F. C. Hodkinson, Jr. York, Pa. Reese B. Walter. Kinston, N. C. 
Cary Holling th Tyler, Texas J. A. Webster, Sr. Savannah, Ga. 
C. C. Hooks. High Point, N. C. J. A. Webster, Jr. Savannah, Ga. 
Kermit B. Hunt. Gadsden, Ala. James A. White Charlotte, N. C. 
Ralph Joh Dayton, Ohio W. H. White. Sanford, N. C. 
A. Joyner Lewis. Jacksonville, N. C. Herschel J. Wright 8. to, Calif. 
Mills C. Luter. Suffolk, Va. Kenneth C. Wright. Dallas, Texas 
Edwina MacGreg Houston, Texas 8. Baxter Wilson. Florence, Ala. 
Tom G. Maxwell Hickory, N. C. Ray Yates Austin, Texas 














Jefferson Standard Life Insurance Company 


GREENSBORO, NORTH CAROLINA 


A fast growing Billion Dollar Company. . . . The 
record of the past is the surest promise of the future. 
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NOW MORE THAN THREEF BILLION DOLLARS 


OF LIFE INSURANCE IN FORCI 
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Montest Over 
Secretary Looms 
| Nat'l Council 


Much Business Transacted 
Rut Little of It 
Proves Controversial 


By ROBERT B. MITCHELL 


Because of its location, the Na- 
tional Assn. of Life Underwriters 
convention going on this week at 
Los Angeles is obviously not going 
oset any records for attendance but 
it should certainly go down in the 
archives as one of the most pleasant 
for those attending. 

An unusually large number of the 
onventioneers brought along their 
families and made the trip a va- 
cation jaunt as well as a serious 
pilgrimage. aA 

There are no issues of major im- 
portance racking the association or 
threatening to change its character 
in any material way. There are dif- 
ferences of opinion on who shall be 
elected secretary, on whether the 
newly reconstituted general agents 
and managers group shall be known 
as a “section” or as a “committee,” 
and, on whether the headquarters 
office should be moved from its pres- 
ent location in midtown New York 
City, but none of these matters 
seemed likely to get to the point 
where they would rock the associa- 
tion to its foundations. 


“Tweedledum” and “Tweedledee” 


As to the title for the managers’ 
group, one trustee, himself a man- 
ager, said he considered the differ- 
ence to be approximately that of 
“Tweedledum” and “Tweedledee.” 

The committee, headed by Trus- 
tee Winston Emerick, New Eng- 
land Mutual, Johnstown, Pa., that 
has charge of the headquarters loca- 
tion project, reported progress at 
the trustees’ meeting. While this 
was about what was. expected, in 
view of the major importance of the 
question and the shortness of the 

(CONTINUED ON PAGE 8) 


Council Action 


F. Leroy Garrabrant, New York 
Life, Asbury Park, was nominated 
from the floor of the national coun- 
cil for secretary by Carlton Cox, 
Metropolitan Life, Asbury Park, 

The council recommended to 
the delegates the creation of a gen- 
eral agents’ and managers’ group 
to be designated as a “conference” 
rather than a “section” as had been 
Proposed by the managers’ com- 


| 
| 
| 














JOHN D. MOYNAHAN, Metropolitan Life, Chicago, 
President National Association of Life Underwriters 





PRESIDENT MOYNAHAN’S REPORT 





Renewal Ratio of N.A.L.U. 
Membership “Phenomenal” 


The phenomenal way in which 
members stayed on the rolls of the 
National Assn. of Life Underwriters 
was stressed by President John D. 
Moynahan in his report at the first 
general session Wednesday. The 
association not only maintained the 
quantity of its membership by prac- 
tically reaching the all-time high of 
last year but has far exceeded any 
previous figure in the number of 
members who renewed their mem- 
bership. 

“Over 40,000 members who were 
on our rolls last vear are still with 
us,” he stated. “When one considers 
deaths, disabilities and retirements 
in addition to military service and 
entries into other businesses, our re- 
newal rate is little short of phenom- 


enal by previous standards. It is evi- 
dence that our association has ma- 
tured as a professional organization 
and is rendering an appreciated 
service to the field force. A conscien- 
tious and efficient membership com- 
mittee deserves a genuine vote of 
thanks for their fine work under not 
the most benign circumstances.” 


Reports Surplus Increase 


Mr. Moynahan said that the effect 
of inflation on fixed incomes gives 
an idea of the difficulties faced in 
the financial administration of a vol- 
untary organized with a fixed dues 
structure but that in spite of in- 
creased costs for housing, staffing, 
publishing, travel and communica- 

(CONTINUED ON PAGE 6) 


Not Biggest But One of Pleasantest 


NALU Meeting 
At Los Angeles 
Gets Under Way 


Marsh, Committee's 
Nominee, and Garrabrant 
Are Opponents 


As the national council got under 
way with its deliberations Tuesday 
at Los Angeles, it appeared that an 
otherwise calm day would be en- 
livened by a less than 100% willing- 
ness to accept the nominating com- 
mittee’s report as respects the office 
of secretary. 

The nominating committee picked 
John D. Marsh, Lincoln National, 
Washington, D. C., for that post. 
However, backers of L. Leroy Gar- 
rabrant, New York Life, Asbury 
Park, N. J., who was the only other 
candidate in the running at the time 
the committee made its choice, have 
been actively campaigning for their 
man. 

Carlton Cox, Metropolitan Life, 
Paterson, N. J., acting as Mr. Garra- 
brant’s campaign manager, has done 
a manful job in working te offset the 
disadvantage of his candidate’s not 
having been nominated by the com- 
mittee. He and his cohorts could 
take heart from a fairly recent 
precedent, for it was at the Cincin- 
nati convention in 1949 that the in- 
coming president, Charles E. Clee- 
ton, Occidental of California, Los 
Angeles, was elected secretary, even 
though W. Ray Moss, Connecticut 
Mutual, Louisville, was the nomi- 
nating committee’s choice. 


No Sunday Session 


Contrary to the custom of some 
years past, there was no Sunday 
session of the board of trustees. The 
board started its deliberations Sat- 
urday morning. 

There were quite a few conven- 
tioneers on hand Sunday, although 
most of them spent little time in the 
hotel, being mainly engaged in see- 
ing the silghts or pursuing other 
extra-curricular activities. 

Monday morning the convention 
got down to work, with N.A.L.U. 
committee meetings morning and 
afternoon. 

The American Society of C.L.U. 
directors met Monday morning. The 
L.I.A.M.A. committee on educa- 
tion and training held a meeting, 
followed by a luncheon. 

Late in the afternoon the trustees 
reconvened. 

That evening Metropolitan Life 
was host at a big dinner honoring 
President John Moynahan of N.A. 
L.U., who is Metropolitan’s man- 
ager at Berwyn, II. 

(CONTINUED ON PAGE 44) 
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President Moynahan 
Reports to N.A.L.U. 


(CONTINUED FROM PAGE 5) 


tion, the treasurer was able to report 
that a small amount,$2,744 to “our 
not - too - substantial surplus.” The 
surplus as of June 30 was $66,000. 
The budget for 1952 is $336,000. The 
surplus in relation to the budget is 
only 19%. An adequate surplus 
should be not less than one-half of 
one year’s expenses, Mr. Moynahan 
said. 

This surplus can be created, he 
said, in one of three days: increased 
membership, increased dues, or re- 
duced services. A small increase in 
dues would not only help to increase 
the surplus but would enable the as- 
sociation to expand and improve its 
services to members. Over 6000 vol- 
unteer workers have devoted hun- 
dreds of thousands of dollars in time 


and energy in cooperation with a 
small staff of 29 employes to pro- 
duce the results described at the 
convention. An appreciative mem- 
bership should not hesitate to ex- 
pend a dollar or so more to keep up 
the good work, he said. 

Discussing the work of the pro- 
fessional staff, Mr. Moynahan said: 
“Our veterans, Wilfrid Jones and 
Max Hoffman, have reduced yeo- 
man service to our association in 
general and to the president in par- 
ticular during the past year. Mrs. 
Dowling and James Partridge like- 
wise were towers of strength in their 
respective departments. This report 
would not be complete, however, 
without reference to four staff mem- 
bers who left our organization 
during the year for other posts of 
importance. In December our gen- 
eral counsel, Jim Hallett, joined the 
legal staff of the Travelers and 
shortly after put on his uniform 
again again to serve our country. 
Jim did a fine job for N.A.L.U. 


during his rather brief tenure and 
endeared himself to members every- 
where. He has been succeeded by 
Carlyle Dunaway who has taken 
over most efficiently the duties of 
counsel. 

“In April our great and good 
friend, Actuary Gordon McKinney, 
became vice-president and actuary 
of the Security Mutual. Gordon’s 
work on National Service life insur- 
ance and section 213 was most effec- 
tive in aiding this administration to 
carry out its aims to ‘consolidate 
our gains.’ 


Imig Resignation 


“In August Richard Imig, direc- 
tor of association development, who 
brought to our headquarters staff an 
agent’s viewpoint and a fuller appre- 
ciation of local association prob- 
lems, left our organization for busi- 
ness and personal reasons occa- 
sioned by the illness of his father. 
In July, our executive vice - presi- 














Alfred B. Hastings 


Underwriters. 





William W. Davies III 


CONGRATULATIONS 


C.L.U. DESIGNATION CONFEREES, September 19, 1951 





Lloyd G. Hild 
John M. Russon 


**%* We are proud of these four men, graduates of Stanford University, Pomona 
College, U.C.L.A., and University of Utah respectively, who receive the C.L.U. 
designation at the 1951 conferment exercises of the American College of Life 


*** We are proud of the leadership being given to the Los Angeles C.L.U. Chapter 
by John F. Curtis, currently serving as President. He has long been a substantial 
personal producer 


*** We are proud of the unusually high production of each of our Associates which 
enabled us to lead all agencies of our Company four out of the last five years. 
Ten of our Associates are C.L.U.’s — twelve were among the one hundred Company 
leaders last year — six are currently Million Dollar Round Table Members — 
more are on the way. 


THEJOHN W. YATES AGENCY 


PRESIDENT 
L. A. CHAPTER 





John F. Curtis, C.L.U. 


dent, Edmund L. G. Zalinski 

recalled to his original compa 
the New York Life, as assis 
vice-president. Ed will always 
remembered for his dynamic gs 
cess in establishing L.U.T.C. as 
going concern. Those same qu 
ties characterized his work as ex 
utive vice-president of N.A.L.U, 

“In view of these staff chang 
our board of trustees at the mi 
year meeting moved to raise our aq 
sociation to a level of the profe 
sional maturity. Carrying out the 
expressed wishes, a selection co 
mittee was fortunate in obtaini 
the career services of B. N. Wo 
son as managing director. He is gjmarks at 
ready at work at the task of infmittee. 
grating our professional staff at{ Howar 
high level of prestige and esteeq£verett, — 
within the industry. We are conffman of t 
dent that in his selection we hayghow the v 
taken a long step in the right qjieated the 
rection.” 

Mr. Moynahan said the activitj 
of N.A.L.U.’s affiliated organizjboard ad 
tions have contributed much to thgthat it wa 
progress of the association in thjthat the 
past year. : 

“T want to express thanks and ap}4s this. 
preciation to the members and pay Mr. Ri 
ticularly the leaders of the Millioghave not 
Dollar Round Table and the Wom|time but 
en’s Quarter Million Dollar Rounqate and 
Table,” he said. “Especial mentio 
is warranted the American Society the UCL 
of C.L.U. for the steady progres faced aga 
being made in inspiring more an 
more of our members to prepare fo 
and complete the C.L.U. examina 
tions. Three hundred eighty of ou} Recalli 
members will be awarded theij,,,; 

: : panies v 
C.L.U. designation at the confer ington U 
pant exercises tomorrow in thi\r Ries 
otel. 

“Our best wishes go to the com adiegs 
mittee which is privileged to set uy panies w 
the “Huebner class” of new cand: do-good 
dates in honor of that great educato} “playing 
and inspired leader, Dr. S. S. Hueb- sire to pt 
ner, whose foresight in urging th that the 
establishment of the American Col} jive with 
lege by our association has bottt| stop regz 
such fruit for the whole profession} innocuou 

“In the field of intermediate train) hooks ar 
ing our newest affiliate, the Lif] ome py 
Underwriter Training Council, ha} fy Rj, 
filled a great need among our mem those in 
bers as evidenced by the fact that} their UC 
4,400 completed the course this yea} to him as 
in 225 classes across the country! that have 
The institutes of life insurance mat| have to 
keting at Purdue and Southem «7 hop 
Methodist universities have cot! entire in 
tributed substantially to the effec fact that 
tive training of career underwrite) cared. 
on the campus.” 


7,875 NQA Recipients 


As concrete evidence of the sit 
cere interest of N.A.L.U. members 
in the writing and conservation 0) 
quality comer Mr. Moynahan Sea 
said he was happy to report that)... ol; 
7,875 members received the national) sition ‘ 
quality award in 1951, of whom . 


enc 
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The co 


Split on 


Creditor 


: Mr. Ri 
him the. 
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John W. Yates and Robert L. Woods, C.L.U., General Agents 


Massachusetts Mutual Life Insurance Company 


530 West Sixth Street, Los Angeles 14 























6,001 were repeat winners. This 
award has brought local recognitio! 
and prestige to more members 0 
the association than any othe 
single activity, he said. 

Each of the activities in educt 
tion and training has been success 


(CONTINUED ON PAGE 44) 


expenses 
of estate; 
of trust 
favoring 


that the 
company 
broader » 
measures 











Ist Dag Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 19, 1951 


7 





linski oA ATE LAW AND LEGISLATION 





compa 







lise our aq The continued threat of unem- 
he profefployment compensation disability 
Jiegislation was stressed by Robert 
R. Reno, Equitable Society, Chi- 
‘,fcago, chairman of the state Law and 
Legislation Committee in his re- 
marks at the meeting of that com- 
mittee. é ’ 
staff at | Howard Ries, Equitable Society, 
nd esteeEverett, Wash., legislative chair- 
are conjjman of the state association, told 
‘Thow the voters, in a referendum, de- 
‘Hfeated the UCD. Bill there, in spite 
of the all-out efforts of the unions 
activitiqand others, which included _bill- 
organizd board advertising. He pointed out 
uch to ththat it was the first time in 20 years 
on in thjthat the public had got a chance to 
vote on give-away programs such 
k as this. 
piers. Mr. Ries said the labor unions 
have not mentioned UCD since that 
time but are working on an elab- 
ar Rounforate and expanded unemployment 
1 mentiog compensation act and it looks as if 
n Societ|the UCD threat may have to be 
‘faced again at the next session of the 


more and egisalture. 


Split on Proposal 




























Recalling how the insurance com- 
led thet panies were split on the Wash- 
ington UCD legislation proposal, 
Mr. Ries expressed the hope that 
they would be uniformly against it. 
| He said it is time the insurance com- 
to set Ul panies woke up to the fact that the 
w candi do-gooders and ‘their ‘allies are 
educate; “playing for keeps” and have no de- 
S. Hueb} sire to put legislation on the books 
‘ging th! that the insurance companies can 
ican Col live with, He said it is high time to 
as bot stop regarding UCD as something 
‘ofession| innocuous that can be put on the 
ate trait! books and may result in writing 
the Lif! some business for insurers. 

incil, ha) Mr, Ries said he didn’t know what 
ur mem those in California thought about 
fact tha! their UCD law, but he said it looked 
this yea} to him as if with the liberaliaztions 
count}! that have been ptu through it would 
nee mat have to pull out. 

Southen| «] hope that sooner or later the 
ve Com’ entire industry will wake up to the 


| “tied “s 
he effec: fact that this is dynamite,” he de- 
rwritets| clared. 







Creditor Exemption 


_Mr. Ries said that what concerned 
him the most in watching the bills 
ation of £° through the legislature were the 
oy nahat Various attacks on the credit ex- 
ort that “™Ptions for proceeds of life insur- 
naiaael ance policies paid under settlement 

options that would subject them to 
f whom : a 
s. This) *Penses involved in the settlement 

. of estates. He deplored the attitude 
of trust officers and lawyers in 
avoring the proposed change. 

tr. Ries expressed the opinion 

eo that the local companies and the 

;.| °Mpany associations should take a 
success : 

broader view of the effect of these 

4) measures. He said that the policy- 


the sin- 
nembers 


ognitior 
ibers oi 
y other 


















eno Warns of Continuing 
hreat of UCD Legislation 


holder is entitled to the protection 
of cerditor exemption statutes. 

Discussing savings bank life in- 
surance companies, Mr. Reno said 
that he felt N.A.L.U. did pretty well 
in 1951, 


“Green River” 


He mentioned the U. S. Supreme 
Court’s upholding of the so-called 
“Green River” ordinance of Alex- 
andria, La., which bars door-to-door 
canvassing. Kellogg Van Winkle, 
Equitable Society, Los Angeles, 
said that there was also such an or- 
dinance in Beverly Hills, but there 
had been no convictions of life in- 
surance agents under it, although 
there had been some where other 
types of canvassers were involved. 

Carlyle Dunaway, counsel of N.A. 
L.U., said that the typical Green 
River ordinance was not designed to 
operate against life insurance agents 
and probably was not applicable. 
The wording of the ordinance indi- 
cates that they are directed against 
salesmen of goods. He said that 
Life Insurance Assn. of America 
agreed in this interpretation. How- 
ever, if any attempt should be made 
to enforce these ordinances against 
life agents, they should notify N.A. 
L.U. headquarters and their own 
companies. He said the Alexandria 
officials denied any intent to include 
life insurance agents under the 
measure, and were not going to ap- 
ply it to agents. 


LISA Programs 


Mr. Van Winkle said that in Cali- 
fornia savings accounts programs 
with life insurance protection, of 
the LISA type, were fading away, 
that there had been no advretising 
by banks. He pointed out that the 
LISA legislation was effected at the 
last session to bring it out from 
under a statute that might have been 
improperly used as an umbrella for 
writing large amounts of business. 

The original statute was enacted 
to permit the writing of group in- 
debtedness coverage on veterans ad- 
ministration loans and on other 
small loan borrowers. It became 
obvious that remedial legislation 
would be needed, as securities deal- 
ers were getting ready to use it to 
cover unpaid balances in programs 
of securities buying. 

Mr. Reno said that if the state 
law and legislation committee is go- 
ing to do the effective job it should 
do, it has got to have more help from 
N.A.L.U. headgarters. 

Bruce Shepherd, manager of L.I.A. 
acknowledged the help that the 
L.L.A. gets from N.A.L.U. in state 
legislation and he offere dthe aid of 
the L.I.A. headquarters staff, which 
does a thorough job of analyzing 
bills. He said that Mr. Dunaway 
would be welcome at any time. 





L.1.A.-A.L.C. Help 


Mr. Reno expressed gratification 
for the cooperation of L.I.A. and 
American Life Convention, and said 
that N.A.L.U. always gets an imme- 
diate response from these organi- 
zations. 

Oren Pritchard, Union Central, 
Indianapolis, discussed the state 
supervision of uninsured pension 
plans. The Indiana association is 
working toward this and has re- 
ceived a favorable response from the 
insurance commissioner and the 
governor. 

Mr. Pritchard made the point.that 
if one of these uninsured pension 


plans blows up, its going to be re- 
garded as “insurance” even though 
it is not insured, as far as the gen- 
eral public is concerned. Mr. Prit- 
chard said that the people who are 
specializing in setting up these un- 
insured pension plans are not happy 
about the prospect of having them 
supervised by the state insurance 
departments, because it increases 
the amount of work they must do 
and the consequent expense of the 
plan as compared with an insured 
plan. He said that there are going 
to be a lot of worse blowups in pen- 
sion plans than occurred in the 
1930s unless they are properly su- 
pervised. 


Individual Agent One to Improve Field Practice 


Stating that getting individual 
agents to assume personal responsi- 
bilities offers a better opportunity 
for achieving its objectives than 
group action. The committee on 
field practices of which John D. 
Marsh, Lincoln National, Wash- 
ington, D. C., is chairman, suggest- 
ed a program along that line. 

It says that “the individual agent, 
particularly the established and suc- 
cessful agent, is a powerful force in 
any agency system and can accom- 
plish every objective of this asso- 
ciation without group action, if he 
understands and will but follow 
some simple rules. The agent is the 
life blood of the life insurance busi- 
ness.” 

x * * 

The individual responsibilities 
that the committee suggests and the 
methods for carrying them out are: 


1. Discipline ourselves as profes- 
sional underwriters. 


a. Advocate, wherever possible,’ 


the policy of strict requirements for 
the licensing of agents. 

b. Maintain strict individual 
standards of ethics in our relation- 
ship with our clients and our fellow 


underwriters. Apply the Golden rule 
to these relationships. 

c. Be “one man guardians” of our 
professional standards and those of 
our competitors. Discuss any infrac- 
tion of those professional standards, 
personally and in private, with the 
individual involved, and sell him on 
the righteousness of our cause. 

* * x 


d. Guard against representing 
ourselves to the prospective client 
as estate planners unless we are 
qualified by training, experience 
and have the necessary facilities at 
our disposal. The activity of the life 
insurance man falls into four sep- 
rate categories: (1) Package sell- 
ing, (2) program selling, (3) em- 
ploye benefit selling, (4) estate plan- 
ning. Any one of these fields offers a 
substantial opportunity to the indi- 
vidual underwriter. Falsely repre- 
senting oneself as qualified in any 
one of these fields hurts the profes- 
sional standing of the qualified as 
well as the unqualified. 

The last two categories touch 
upon the banking field, the legal and 
accounting professions, and others; 
and unqualified activity in these 
areas can only lead to conflict with 





On the station platform at Albuquerque enroute to the N.A.L.U. convention: J. Harry Wood. 


professor of commerce at Washington University, St. Louis, and newly appointed editor of the 
Journal of the American Society of C.L.U.; Howard Cammack, John Hancock, Albany. N. Y.: 
Dr. S. S. Huebner, president of the American College and professor of insurance at University 
of Pennsylvania; Walter Mayer. Mutual Benefit Life, Milwaukee; and Warren Clarke, North- 


western Mutual, Milwaukee. 
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those professions which may “ham- 
string” our fellow underwriters who 
have thoroughly qualified them- 
selves. Certain recent developments 
indicate that the problem is one of 
critical importance. 


2. Develop methods of improving 
our service to the public. 


a. Recommend minimum stand- 
ards of selection and training of our 
new associates by management 
within our own agencies. 

b. Help our fellow underwriters 
within our agencies in their efforts 
to do a better job of underwriting. 

c. Be leaders within our agencies 
in L.U.T.C. and C.L.U. training ac- 
tivities. 

d. Recommend cooperation by 
management within our own agen- 
cies with life underwriters of other 
agencies who have been authorized 
to serve one of our personal clients 
or an orphan policyowner. For ex- 
ample: Foster the idea of “universal 
service forms” within our own agen- 
cies and at company conventions. 

e. Encourage the elimination of 
unfit agents. 


3. Determine ways and means of 
maintaining the individual pro- 
fessional relationship of the un- 
derwriter and his client. 


a. Make known to management 
within our own agencies and within 
our own companies our objections 
to the adoption of mass coverages 
which are not in the best interests of 
the persons insured or which deny 
them the privilege of receiving 
proper individual service. 

b. If our company or local agency 
management bypasses an agent on 
any kind of case, group or other- 
wise, acquaint them with our dis- 
approval. 

c. Urge our management and our 
associates alike, to recognize and re- 
spect the professional relationship 
we have with our clients. 


4. Analyze methotis of keeping the 
individual earnings of the life un- 
derwriter abreast of inflation 
within our economy. 


a. Minimize the sale of low prem- 
ium contracts: encourage the pro- 
motion and sale of investment and 
permanent forms of coverage, as 
being in the best interests of the in- 
sured for the long run. 

b. Raise the standard of our pros- 
pecting. (It is estimated that in 1950 
there were 5,000,000 families — in- 
come units—in this country making 
more than $5,000 annually as against 
1,600,000 in 1939. The 1950 figures 
are after taxes and adjusted for in- 
flation !) 

(1) Blue collar workers probably 
earn as much now as the white col- 
lar worker and many are being over- 
looked. 

(2) Life insurance premium in- 
come has not kept pace with ex- 
penditures for goods and services, 
due largely or entirely to lack of 
salesmanship on the part of agents 
and their companies. ~ 

c. Advocate to management, and 
to regulatory or supervisory offi- 





cials as well, the adoption of real- 
istic and modern laws and practices 
relating to expenses and/or com- 
pensation. 

(1) Life insurance has increased 
in cost probably less than any other 
item during the past 10 years. 

(2) The agent’s business expense 
and the cost of everything which he 
purchases has increased substan- 
tially during these past 10 years. 


Contest Over 
Secretary Looms 


(CONTINUED FROM PAGE 5) 


time that it has been under serious 
consideration, it was taken by ob- 
servers to indicate that at least the 
committee had not dismissed the 
idea of shifting the headquarters as 
being unworthy of further serious 
consideration. 


Moynahan Rings the Bell 


President Moynahan opened the 
meeting by ringing the bell pre- 
sented at the mid-year meeting by 
the Michigan association and also 
used the gavel presented at the mid- 
year meeting by the Colorado asso- 
ciation. Mr. Moynahan expressed 
the hope that there would be discus- 
sion of reports. He said he hoped 
the members would like the reports 
but that there should be discussion, 
anyway. 

“We do not expect a rubber stamp 
organization here this morning,” he 
said. 

He explained that the N.A.L.U. 
policy is set by the national council 
advising and conferring with the 
trustees and expressed the hope 
council members would be of help 
in making comments and sugges- 
tions. 


Putnam Gets Ovation 


Mr. Moynahan announced that 
attending the convention is a man 
who attended the first N.A.L.U. 
convention 61 years ago. He is 
Henry H. Putnam of Glendale, Cal. 
He was 54 years in the life insur- 
ance business and was manager of 
the John Hancock publicity depart- 
ment when he retired. He was pres- 
ent at the organization meeting of 
N.A.L.U. in Boston in June, 1890. 
The council gave Mr. Putnam a 
rising ovation. 

Mr. Putnam was present at the 
1890 meeting as a reporter for the 
Standard of Boston, 

Charles E. Cleeton, Occidental 
Life, N.A.L.U. vice-president, called 
on the council to give President 
Moynahan a round of applause for 
the magnificent job he has done in 
the last year. The audience respond- 
ed enthusiastically. 

Mr. Moynahan paid tribute to the 
hospitality of the host association 
and commented on the unusually 
large percentage of the national 
council that was on hand as the 
morning session opened. 


315 Member Groups 


N.A.L.U. Secretary David Bb. 
Fluegelman, Northwestern Mutual, 





New York City, said that there were 
15 new associations admitted in the 
last year, bringing the total up to 
575 local units. He traced the mem- 
bership increase from 1942, with a 
little over 29,000 members, to June, 
1951, when there were more than 
51,000 or a gain of 22,000 in the last 
10 years. 

“That, in my mind, is the best in- 
dication of the progress that is be- 
ing made by your association,” he 
said. 


Procedure 


Discussing the procedure to be 
used in connection with reports ac- 
cepted by the board of trustees, Mr. 
Moynahan said it was the opinion 
of parliamentarians in the associa- 
tion that it was not necessary pro- 
cedure for the council to act on them 
but he said that if the council felt 
that the only way to have a proper 
expression on the reports was to 
have a motion on each report, the 
matter could be handled that way. 
The sense of the meeting was that 
there should be no motions unless 
there were objections to some re- 
port. 

In his report as treasurer, Os- 
borne Bethea, Penn Mutual, New 
York City, indicated the way in 
which inflation has increased the 
cost of operating the headquarters 
at New York City. He said this ef- 
fect is much more pronounced than 
would be the case in a retail estab- 
lishment, for example, in which 
rising costs can be offset in whole 
or in part by raising prices. Lacking 
increased dues, usual costs can be 
met only with greatly increased effi- 
ciency or with a decrease in the 
number and variety of activities, or 
perhaps some of each. 


2,400 Excess 


Income exceeded disbursements 
by something more than $2,400 and 
surplus has increased accordingly. 
Dues increased despite a slight de- 
crease in membership. This is due, 
first, to the high rate of renewal of 
memberships. New memberships 
are usually for a fraction of a year, 
and are pro-rated accordingly. The 
dues income this year increased in 
some measure and reflect in some 
degree increases of membership 
from the previous membership year. 

In answer to a question from the 
floor about the budgeting, Mr. Be- 
thea said that the margin is only a 


Nomminative Committee's Selections 


Following are the nominations of the nominating committee: 
President — Charles E. Cleeton, Occidental Life of California, Lo 


Angeles. 


Vice-president—David B. Fluegelman, Northwestern Mutual, New 


York City. 


Secretary—John D. Marsh, Lincoln National, Washington, D.C. | 
Treasurer—Osborne Bethea, Penn Mutual, New York City (renoml, 


nated). 
Trustees— 


Mrs. Eunice C. Bush, Mutual Life, Baton Rouge. 
Stanley C. Collins, Metropolitan Life, Buffalo, N. Y. 
William D. Davidson, Equitable Society, Chicago. 
Winston Emerick, New England Mutual, Johnstown, Pa. 
M. W. Peterson, Lincoln National, Charlotte, N. C. 
Harry J. Syphus, Beneficial Life, Salt Lake City. 
William H. Zaiser, Prudential, Des Moines. 


larger margins. 


few hundred dollars, which is 
duly small in view of the lar 
amounts being expended. He sa 
that Executive Vice-president B. } 
Woodson plans to doa managem 
engineering job aimed at produc; 


Introducing Mr. Woodson, ¢ 
new executive vice-president, Preg 
dent Moynahan reviewed his quai 
fications in his 24-year career in th 
life insurance business. 

“We are exceedingly happy 1 
come to this convention with B. \ 
Woodson as our executive vice 
president; we believe you will s 
the results of his work coming t 
you very, very shortly,” Mr. Mo; 
nahan said. ‘ 


Woodson Welcomed 


The audience rose and applauded 
as Mr. Woodson was introduced. I} 
his report Mr. Woodson mentionef 
that he has been a member of N.A 
L.U. for 22 years. 

“T am glad to be back on the fiel 
side of the house,” he said. 

Mr. Woodson said that nation: 
headquarters is not N.A.L.U. bw 
this, referring to the convention, i 
N.A.L.U. He likened N.A.LU 
headquarters to a garage that is se 
up to serve a high-powered fleet o 
vehicles efficiently and economi 
cally. 

John O. Todd was introduced an( 
took a bow, as did Howard H. Cam. 
mack. Mr. Todd, who is with North; 
western Mutual in Chicago, is chair} 
man of the Million Dollar Round 
Table and Mr. Cammack is presi; 
dent of the American Society | 





C.L.U. and is general agent of Johr 
Hancock at Albany, N. Y. 


Deliberation Shifted | 


Mr. Cammack said the Americar 
Society of C.L.U. board had te 
scheduled its deliberations so as not 
to conflict with the national counel 
meeting. 

President Moynahan also intro 
duced Mrs. Norma Wasson Bart, 
chairman of the Women’s Quarter 
Million Dollar Round Table. 

Mr. Moynahan asked all those at- 
tending the first session of national 
council to raise their hands. It was 
a very sizable proportion of those 
present. 

He also asked those to stand who 
are attending their second or sub- 
sequent national council meeting 
to stand. 
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© 1S pres ‘ 
Society olf When you stop to think about it, you and the ee 
nt of John rest of us here in the U.S.A. are just about the oe? 
only people left in the world who still havea Pos : 
free choice. Hing Die 
Amneueal We live where and how we pretty much | * . “6 
1 had re please. We worship God in the Church of our ee 
SO as ¥ choice. We can work where we like it best for ,. ~" " 
ul comme the most part. We can still fire elected officials |, °, « 
Iso intro in the privacy of a voting booth and not fear he P 
on Bard, the consequences. : . 
Pg That concept of life didn’t originate here. ms 
nis “s It’s a dream that’s been translated in every . \ 
F national} tongue, in every age, since men first banded = 
s. It was together as neighbors. sat. 
of those Yet, strangely, the vast majority of those , 
tand whe who live on earth are groping in the darkness 
1 or sub- of tyranny. Free men have become the Col- 
meeting lector’s Item of civilization. 
The kind of personal security offered by 
Bankers Life & Casualty Co. is one of the 
strongest bulwarks in defense of the freedom 
of the individual in his pursuit of happiness. 
e: The only savings millions of our thriftiest 
nia, Los people have are in some form of insurance. On 
al, New this they base their hopes for their highest 
ambitions as free Americans. 
.C. | 
(reemie BANKERS LIFE & CASUALTY CO. 
Chicago 30, Illinois 
Health. Accident and Life Insurance 
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Revision of New York’s Section 213 Would 
Affect Agents Throughout The Country 


Spencer L. McCarty, Provident 
Mutual, Albany, N. Y., chairman of 
the committee on compensation, re- 
ported that that committee has de- 
voted its efforts exclusively to 
bringing about the repeal of section 
213 of the New York insurance law 
and the passage of a suitable new 
law to take its place. He reviewed 
the provisions of the new bill intro- 
duced in the New York legislature 
and the delay in starting formal 
legislative hearings until the New 
York department completed its an- 
alysis of the measure. 

He said the committee has re- 
ceived some letters from life under- 
writer groups in several large cities 
outside of New York State, showing 
the interest that has been growing 
in this proposed new bill. “Many 
have been looking at the figures as 
published by statistical services on 
the commission dollars paid in re- 
lation to new life insurance sold. It 
is becoming increasingly apparent 
to increasing numbers of people 
that even the underwriter who dou- 
bled his paid-for business in 1949 
over what it was in 1939, did not 
earn twice as much income. This 
was pointed out in our committee 
reports of over a year ago and is 
beginning to be understood. It 
would be of no assistance here to 
set down any of the studies made in 
the last four months by your com- 
pensation committee to show that 
agents’ earnings have not kept up 
with the increased cost of living. 
Such a report would be ‘carrying 
coals to Newcastle.’ 

“An agent is entitled to maintain 
his family in 1950 on as good a scale 
of living as a comparably successful 
agent did in 1939. It should not be 
necessary for a career life insurance 
agent to supplement his income by 
other lines of work in order to main- 
tain his living standard. In 1939, if 
the agent drove a good automobile, 
belonged to a country club and had 
his children in a private school, then 
in 1950, if his volume of sales in- 
creased in proportion to the growth 
of the life insurance business, by all 
that is reasonable, he should still be 
ale to drive a good automobile, be a 
member of the country club and 
keep his children in a private school, 
despite the fact that new cars have 
gone up $1,000-$1,500 (or more), 
country club dues are doubled, and 
private school tuitions similarly re- 
flect the rise in the cost of living.” 


Comparisons Are Difficult 


He said any attempt to compare 
various first-year commission scales 
(usually for an ordinary life policy) 
against the provisions of the new 
law can lead to invalid conclusions. 
“This is true because the overall in- 
come available to the field under- 
writer depends on much more than 
a given first-year commission rate. 
It is also true because neither the 
present law nor the proposed law 
stipul - - 0 mission to 








be payable on any one plan, albeit 
both laws in effect provide definite 
maximums. 

“The new bill would, neverthe- 
less, improve the situation measur- 
ably. The proposed law would pro- 
vide for certain apprenticeship al- 
lowances; would permit provision 
for security benefits (within suita- 
ble limits’ outside of and in addition 
to the stipulated maximum commis- 
sions; and would permit a company 
desirous of doing so to pay a some- 
what greater compensation over a 
period of years than is now general- 
ly possible.” 

Effect on Policy Cost 

The proposed bill permits as a 
maximum for ordinary life the 
equivalent 15 commissions of 10% 
each, and 3% thereafter. The dis- 
counted value of this would be 
97.17% of the first premium, a dif- 
ference of about 15%—14.91% to 
be exact. 

The committee points out that 
this 15% difference does not mean 
that the cost of a policy would in- 
crease by this amount. The differ- 
ence is 15% of one premium only. 
Over the life of the policy, this in- 
crease in yearly cost is estimated 
at about 33.4 cents per $1,000 insur- 
ance. Obviously, this estimate is 
based on various assumptions and 
is necessarily theoretical at this 
time. 

While there is considerable area 
of agreement among the groups of- 
fering their views to the New York 
legislation, there remains also con- 
siderable divergence of opinion, 
especially on the controversial ques- 
tion of the extent to which the pro- 
posed bill will affect the cost of life 
insurance. “A realistic view will in- 
dicate that this subject will be thor- 
oughly explored before the bill is 
brought to a vote in the 1952 legis- 
lature, and obviously the final re- 
sults of legislative action cannot be 
predicted in advance. 


Agents’ Earnings Inadequate 


“The practical side of the prob- 
lem is that agents’ earnings are in- 
adequate and this is a contributing 
cause for a large number of agents 
leaving the business. This causes 
an added expense to find, train, and 
start new agents to take their places. 
It is also true that policies lapse 
sooner where the original agent is 
no longer in the business. These 
lapses raise the cost of insurance. 
Thus, if a revision of section 213 
can improve the status of agents, it 
is reasonable to believe that more 
will stay in the business, and the 
savings resulting might very well 
offset the 33.4 cents per thousand 
per year increase in cost computed 
on a theoretical basis given above. 
Your committee would venture the 
thought that the human side of the 
equation sometimes alters what the 
best scinetific figures might indi- 


N.A.L.U. is asking that this hu- 
man side be not forgotten, in the 
belief—indeed, the conviction—that 
the ultimate result will be that the 
buying public will get more for its 
premium dollar.” 


Great Field Seen For 
Establishing Agents’ 
Advisory Councils 


The report of the committee of 
agents, Robert C. Gilmore, Jr., Mu- 
tual Benefit, 
Bridgeport, 
Conn., chair- 
man, deals main- 
ly with the es- 
tablishment of 
agents’ advisory 
councils in local 
associations and 
urges greater ef- 
fort to increase 
their number. In 
addition to New 
York, Cleveland, 
Detroit and Chicago, previously the 
only cities where such councils 
were in existence, it reports the for- 
mation of one more at Denver and 
says several other associations are 
studying the matter. The Northern 
New Jersey association, for ex- 
ample, is reconstituting an agents’ 
advisory council that went out of 
existence some time ago. 

In different cities the names, 
“agents’ advisory council,” “coun- 
cil of field underwriters” and “board 
of field underwriters” have been 
used. While it might be wise to 
standardize, the committee says 
there would seem to be no harm in 
selecting the title which the mem- 
bers themselves feel most nearly 
descriptive. 

It reviews in some detail the or- 
ganizational setup of the New York, 
Chicago, Detroit and Cleveland 
councils, the points of difference 
and those which seem to be essen- 
tial to the proper functioning of 
such an organization. 





R. C. Gilmore, Jr. 


Agent Deserves Recognition 


Contending that the commission 
agent deserves better recognition of 
his importance within the life in- 
surance industry and with his own 
company, it says: 

“In any business where institu- 
tional relationships fall short, there 
is the danger that some individual, 
or group of individuals, may de- 
velop a high sounding demagogic 
platform of ‘improvement,’ appeal- 
ing of course to the marginal agents 
in the industry and to those who 
would obviously be malcontents, no 
matter what their job. Strong as the 
agency system is, it is far from an 
exception in this respect. The num- 
bers of life insurance agents, and 
their very diversity, naturally re- 
sults in creating segments of the 
agency system that are fit subjects 
for such exploitation. This is a chal- 
lenge which N.A.L.U. can certainly 
meet, but which deserves realistic 


Gy py The CoO ANIES and 4 141n- 





tenance of most favorable instit 
tional relations for the welfare 
the agency system, and particulay 
for the agents in it. 

“As a professional organizatig 
our association is primarily inte} 
ested in full-time, qualified unde 
writing. Much has been done ; 
eliminate the part-timer and the y 
fit agent, but a great deal more p 
mains to be done that is not with; 
direct province of N.A.L.U.” 


Dangers In Mass Selling 


The committee again stresses th 
serious effect of non-agent sales ap 
mass selling on agency forces: 

“Within the last year, your asg 
ciation has, we believe, done a g, 
perb job of attacking and limitiy 
these two vicious practices, | 
would, indeed, be heartening if oy 
own efforts were to be suppk 
mented by some positive compan 
action aimed at abolishing bot) 
these evils. Certainly, the agen 
who may be competing with i 
open end investment trust, only t 
find that it offers ‘group insurance 
(perhaps in his own company) ha 
cause for wonder at the institution 
al progress of his business. Con 
sideration of volume alone, with n: 
regard for agent’s earnings, neve 
made a good life insurance agent 
consideration of volume alone by; 
life insurance company can serious 
ly affect its relations with agents 
and irreparbly damage the agency 
system upon which it depends.” | 








Training Schools More 
Numerous and Valuable 


The committee on associations 
of which A. Jack Nussbaum, Masse. 
chusetts Mutual 
Milwaukee, i: 
chairman, re. 
ported that 4 
leadership train- 
ing schools heli 
in 1951 in 3 
states, and, inat- 
dition, Delaware, 
Maryland and 
the District 
Columbia held: 
combined schoo 
Idaho, Missoun 
and Washington held two school 
each, Indiana and New York three 
and Pennsylvania four. Reports tt 
ceived at headquarters from state 
and local officers indicate that the 
schools were popular and attend: 
ance extremely valuable to new! 
elected officers. 

In order to give those local off- 
cers who did not have the opportt 
nity to attend a leadership training 
school the benefits of the prepare 
material, sets identical to those dis 
tributed at the schools have beet 
mailed to the presidents of those 
associations not represented. | 

In addition, President Kits, cor 
taining an outline of suggestions for 
following up on the information 
given at the schools, as well as a kit 
of material from the Institute 
Life Insurance, have been mail 
to the presidents of all local associa 


A. Jack Nussbaum 
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Business Meets Challenge of Change 


Lincoln Cities Major Developments in All Ling 


The way in which the life insur- 
ance business responds to changing 
conditions was emphasized by 
Chairman Leroy A. Lincoln of Met- 
ropolitan Life in his talk at the first 
general session of 
the N.A.L.U.con- 
vention at Los 
Angeles. 

Not only has 
there been a re- 
markable devel- 
opment in the 
group field but 
individual forms 
of insurance have 
not been static, 
and besides the 
amazing gains in 
those branches there have been no- 
table changes in the concept of or- 
dinary and industrial insurance, 
their degree of coverage and their 
general acceptability of the public, 
Mr. Lincoln stated. 

“Much of this,” he said, “is a 
credit to the great agency system 
under which we operate and which, 
created by the companies, has been 
fathered jointly by your fine organi- 
zation, the National Assn. of Life 
Underwriters, and the various inter- 
company associations. 





L. A. Lincoln 


“Mass Selling” Question 


“Group insurance,” said Mr. Lin- 
coln, “has come to be a vital force 
in life insurance, but it has oc- 
casioned controversial discussion 
centering around the concept of 
“mass selling.” 

“Inevitably, I suppose, when one 
area of our business goes through 
such a dynamic period, there is 
bound to be some misunderstanding 
of its objectives and its place in the 
sun,” he said. “Perhaps I can speak 
more feelingly than many on this 
subject for, though I am a strong 
supporter of the principles under- 
lying group insurance, and have 
given this branch my earnest back- 
ing in our own company, where it is 
an important part of our whole pic- 
ture, I nevertheless have been on 
record several times, notably two 





J. Stanley Edwards, Aetna Life, Denver, past 
president of N.A.L.U., Mrs. David B. Fluegel- 
man, and Mr, Fluegelman, who is an N.A.L.U. 
trustee and agent of Northwestern Mutual at 


years ago with your then president, 
in advocating certain restraints such 
as maximum amounts of group in- 
surance on any one life as well as 
other restrictions. 

“I have been conscious in recent 
years of some efforts to give to the 
expression ‘mass selling’ a connota- 
tion of something wrong in prin- 
cipal—a feeling that all is not well 
with the group side of the house. I 
have been concerned that certain 
life underwriters have more or less 
challenged the growth of group in- 
surance and have stated publicly 


that this form of insurance impairs 
the life underwriter’s ability to make 
new ordinary sales. Let me say right 
here that I believe group insurance 
within appropriate limitations per- 
forms a fine, useful service when it 
functions on an employer—employe 
basis and it constitutes a valuable 
basis on which to build the sale of 
ordinary and industrial insurance.” 


Against Synthetic Groups 


Mr. Lincoln said he shared N.A. 
L.U.’s concern about the type of 
“‘synthetic” or ‘‘manufactured” 


group which does not carry thee 
ployer -employe relationship, 
which sometimes reaches a point 
absurdity. But group insuran 
when soundly operated and wh 
the relationship of employer y 
employee is definitely established 
a required base for this type of 
derwriting, has been of great val 
to a large working force in 
United States and Canada. Age 
would do well, he believed, to ace 
this growth as a part of the cha 
ing fashion in the distribution of} 
(CONTINUED ON PAGE 36) 

















Congratulations 


To the members of the National 
Association of Life Underwriters, 
on the occasion of their Sixty-second 
Annual Convention, for their 
continuing and effective efforts in 
advancing the standards and scope 


of life insurance sales and service. 


Founded in 1867 in Des Moines 
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Tom W. is not an oculist, optometrist or optician— 
but he’s done a lot to promote foresight in his com- 
munity. 

The son glasses he fits are the kind that make 
a father realize that his boy’s education is too 
important to be left to “happenstance”. 

In short, Tom’s job is to remove those well known 
rose-colored spectacles from the eyes of heads of 
families, home owners and business men—give them 
a clear and realistic pre-view of the future—and get 
them to act on what they see. 

Incidentally, Tom W. doesn’t need magnifying 
glasses when he surveys his 27 year record as a 
promoter of human happiness and security. There’s 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society not a man in town who has done more for the good 


serves his community by selling life insurance. of his fellow citizens — and through them, for the 


community as a whole—than Tom W....who is proud 
to call himself a representative of The Equitable 
Life Assurance Society. 


x * * 


LISTEN TO “THIS IS YOUR FBI"... official crime-prevention broad- 
casts from the files of the Federal Bureau of Investigation...another 
public-service contribution sponsored in his community by The 
Equitable Society Representative. 


EVERY FRIDAY NIGHT « ABC NETWORK 








THOMAS |. PARKINSON, President 
393 Seventh Avenue. New York I, N.Y. 
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Quality Award 
Qualifiers Set 
New Record in ‘51 


In 1951, the seventh year since its 
inception, 7,875 or 15.4% of the 
members of the 
National associ- 
ation qualified 
for the national 
quality award, 
the committee 
on conservation, 
headed by Elmer 
C. Moore, New 
York Life, Wich- 
ita, reported. 
This is the larg- 
est number that 
have qualified in 
any one of the seven years, and rep- 
resents an increase of 11.4% over 
1950. 

Of those who qualified for the 





Elmer C. Moore 


award this year, 579 have qualified 
for seven consecutive years. 819 
have qualified in six of the seven 
years since the inception of the 
award and 879 now hold the five- 
year award certificate. 1,874 quali- 
fied for the first time tis year and 
this is the largest number of first 
time qualifiers in any year since 
1945 when it was created. 

A further analysis of the 1951 ap- 
plicants shows that 529 of them are 
members of the Million Dollar 
Round Table; 86 are members of 
the Women’s Quarter Million Dol- 
lar Round Table, and 696 are char- 
tered life underwriters. One reveal- 
ing fact of the study was that 2,040 
members who qualified for the 1950 
award failed to qualify this year. 
While this is an improvement over 
last year it is, neverthless, disap- 
pointing that many of those who 
did not repeat in 1951 did not make 
the final spurt to meet the produc- 
tion requirements or to reinstate 
lapsed cases to bring their persis- 
tency up to the 90% level. In this 


respect, however, many home of- 
fices have set up a system of check- 
ing along with their agents during 
the year to ensure that they are on 
the national quality award “track”. 

Many more agents in the com- 
bination writing field made applica- 
tion for the award this year, al- 
though the potential of qualifiers in 
the combination field has, in the 
committee’s opinion, not been 
scratched. This year it prepared a 
special application for combination 
agents which it believed would sim- 
plify their work of filing their appli- 
cations but, regretfully, the number 
of the new forms that were sub- 
mitted does not indicate that many 
more combination agents were per- 
suaded to file an application for this 
reason. It is possible that this new 
form was not well enough publi- 
cized in the home offices and in the 
field this year and that it will be ac- 
cepted with more readiness this fall 
when the 1952 national quality 
award is announced. A special com- 
mittee has been named to cooperate 














CHAS. H. LEBER 
President 
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The Blow is toward 





FOUND by discriminating men and women who have selected this company as 
the one measuring up to their standards of morality and integrity. 
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Home Office 
SEATTLE, WASH. 


WIE: 
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H. A. THORSVIG 
Agency Vice-Pres. 
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Opportunity 

and 

Lifetime . 
Security 

Are 








JOIN — SUPPORT YOUR LIFE UNDERWRITERS ASSN. 














with the combination writing coy 
panies along this line. 

New York led all of the stay 
with 814 qualifiers. Illinois y 
second with 626; Ohio, third, wi 
572; Pennsylvania, fourth, wi 
510; California, fifth, with 494, an 
Texas, sixth, with 412 qualified, 

One of the outstanding rewarl 
of this year’s effort was the incre; 
ing prestige-building publicity ¢ 
accrued to qualifiers, built arouy 
the presentation ceremonies whid 
were successfully planned in hy 
dreds of associations throughg, 
the country. In these ceremonij 
public officials, prominent edu, 
tors and business and communi 
leaders were invited to participa 
in the presentation of the away 
The far-reaching effect in prestig 
and public recognition result; 















was much more evident this yea | 





Los Angeles Association 
Marks 47th Anniversary 


Opening of the N.A.L.U. convey 
tion at Los Angeles Sept. 17 coi 
cided with the 47th anniversary 
Los Angeles Assn. of Life Unde 
writers. It started off in 1904 wi 
60 members. Among the numb 
was the late John Newton Russe 
Pacific Mutual, especially reme 












bered for his efforts to place life uy | 


derwriting on a professional basi 

In addition to serving as host fy 
the 1924 annual meeting of N.Al 
L.U., the Los Angeles associatia 
had its full part in the 1932 conver 
tion at San Francisco. Robert 4 
Brown, Pacific Mutual, was chai 
man of the Million Dollar Roun 
Table that year. 

The association as this conver 
tion opens has 1,000 members « 
its roster. For the past decade ith 
sponsored the Southern Californi 
Caravan of the state associatio, 
caravan members visiting and fu 
nishing the program for meeting 
of associations throughout th 
Southern California territory 
Southern California association 
that rightly might look on the Le 
Angeles association as primaril 
responsible for their organizatios 
because of membership transfer 
are: Glendale, Santa Monica, Lo 
Beach, Orange County, Oram 
Belt and Pasadena, although th 
last named might be excluded. 





















Cal. Examination Results 


Just previous to the opening ¢ 
the convention, Commissioner Ms 
loney of California issued a bulleti 
to all admitted life and disabilit 
insurers giving results of examim 
tions of license applicants. 

During the period July 1, 1950, t 
June 30, 1951, out of a total of Il 
admitted life and disability insurer§ 
30 had 100% of applicant's passing 
Of disability only insurers, 13 0! 
of 30 had 100% of passing. Of li 
only insurers, 25 out of 46 had | 00% 

Summarized, the report show: 
that 83% of life and disability app 
cants passed; 81% of life of 
agents, and 66% of disability aget 
only. 
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My Dad's a 
Great-West Life man! 





Sure, he’s proud of his Dad. But he’s too young as yet to 
understand fully how his father, as a life underwriter, serves 
his friends and neighbors. As he grows older, he will come 
to know how people depend upon his father for advice and 
counsel in arranging their financial affairs. He will meet 
people who are enjoying a carefree retirement; he will see 
father-less families held together; at college he will have 
friends who have been assured an education: all because of 
life insurance. And he will know many people who have 
that wonderful feeling of security that comes with a well 


planned life insurance program. He’ll always be proud to 


say: “My Dad’s a Great-West Life man!” 







ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG, CANADA 
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Tue Officers and Directors of The Security Life and 
Accident Company join with their California General Agents 
and Agents in extending a hearty welcome to the N.A.L.U. 


Convention assembled in Los Angeles. 


ww OW 


@ We endorse the splendid work of the various Local 
and State organizations in cooperation with The National 


Association — 


@ We believe that the future of the Agency System is better 
served by active participation of agents in their association 


activities. 


W. Lee Baldwin, 
President 


Lyman C. Baldwin, 
Vice-Pres. & 
Director of Agencies 





Company 
(A STOCK COMPANY) 


HOME OFFICE 


DENVER * COLORADO 


Life —Accident — Health — Group — Hospitalization 
















































It would be better to leave the 
present federal income tax basis for 
annuities the way it is than to get 
it changed at the probable risk of 


losing the present favorable income , 


tax treatment of life insurance set- 
tlement option payments. 

That was the unanimous vote of 
all those attending the meeting of 
the federal law and legislation com- 
mittee Monday. Chairman N. H. 
Seefurth, Northwestern Mutual, 
Chicago, took a vote not just of his 
committee, but of all in the well- 
filled meeting room. 

While the committee fully real- 
izes that the change that has been 
proposed from the present so-called 
3% rule to a life expectancy basis, 
sometimes called the Canadian sys- 
tem, would be more equitable, the 
practical aspect of the matter is that 
the Treasury department insists on 
linking this up with the installment 
payment of proceeds and says that 
these payments are also annuities 
and should also be changed if the an- 
nuity tax basis is going to be 
changed. ‘ 


Best for the Most 


Mr. Seefurth asked if it was not 
more important to the insuring 
public generally to leave the present 
favorable basis for settlement op- 
tions the way it is rather than en- 
danger it by seeking another basis 
for annuity payments. 

Mr. Seefurth also referred to the 
progress that has been made toward 
getting income tax exemption for 
proceeds of policies where the pol- 
icy was transferred for a valuable 
consideration. This was scheduled 
to be acted upon by the American 
Bar Assn. that is meeting in New 
York City this week. The income 


J. V. Whaley. vice-president of Franklin Life: Mrs. Elsie Doyle, Union Central, Cincinnaj 
and Halsey D. Josephson, Connecticut Mutual, New York City. 


Don't Risk Tax Status of Options to 
Change That of Annuities, ls Consensus 











tax committee of the tax section 
the bar association had recommend 
ed the sponsoring of an amendmen 
to the internal revenue code. 

Mr. Seefurth expressed gratifica 
tion at the Senate finance commit 
tee’s action in including a sectio 
that would give agents’ pensio 
plans the same favorable income ta 
stotus enjoyed by pensions set 
for employes generally At presen 
unless an agent is an employe of hi 
company, the company’s contt 
bution is regarded by the Treasurj 
department as income in the year¢ 
vesting. 


No Doubt on Results 












the Senate will adopt the sectio 
He said there appears to be littl 
prospect that theer will be am 
trouble getting it passed in th 
House, as the influential Rep. Milk 
has introduced a similar bill in th 
House. 

Mr. Seefurth called this a mos 
constructive piece of legislation ant 
one of very direct interest to a 
agents, particularly those close t 
retirement age. 

While general agents cannot b 
included because they are not statu 
tory employes under the social s¢ 
curity act of 1551, relief can be o 
tained by having an amendment ti 
the social security act that woul 
include general agents. 




















PARTNER P 
LOS ANGELES GENERAL AGENCY | 
Well established General Agency % 
major Company issuing Life, Ac 
and Group needs young aggressive 
ner. Successful experience in 
organization work necessary. R 





P. O. Box 6599, Met. Sta., L. A. : 
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THE 
NATIONAL UNDERWRITER 





ON HAND 


Training Courses 


Accident & Health 
Casualty and Surety 
Essentials of Life 
Underwriting 
Property and 
Allied Lines 


Monthly Magazines 

Accident & Health 
Review 

Life Insurer 

Insurance Exchange 
Magazine 


Bulletin Services 

Accident & Health 
Bulletins 

Diamond Life Bulletins 

D. L. B. Agent's Service 

Fire, Casualty & Surety 
Bulletins 


Fie NATIONAL 


FOURTH 


420 EAST 


ay 
Oe 
sa ets 


ise 


our H an d — in heartiest congratulations! 


SCCHOCHCHOSSHSHESEHEESSEEEEEE 


























our Mat __in sincere Welcome before our exhibit 


(the spot where old and new friends get together) 


our Mark — indicating Quality and 


Service wherever you see it! 


SCOCOCHCHCSSCOSHSSCHOSHSSHSESESESE 


TO GREET YOU 


Weekly 
Newspapers 
The National \ 
Underwriter 
(Fire and Casualty 
Edition) 
The National 


Underwriter 
(Life Edition) 





R. J. Chapman 


Other Services 


Argus Fire Chart 
Argus Casualty Chart 
Little Gem Life Chart 
Unique Manual 
Time Saver (Accident 
& Health) 
Underwriters Hand- 
Books for 32 States 
Books on all Insurance 
Subjects 





p. W. Bland 


“All-Ways of Service to the Insurance Business’’ 


UNDERWRITER CO. 


STREET e CINCINNATI 2, OHIO 
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'24 Meeting in L. A. 
Differed Widely 
from One This Year 


The few people in attendance at 
this year’s convention who also at- 
tended the last meeting of N.A.L.U. 
in Los Angeles in 1924 noted many 
changes both in personalities and 
in the convention setup. 

Just at that time the “case meth- 
od” of presenting sales material had 
gained great popularity at sales 
congress and company meetings 
and practically the entire Los An- 
geles program of 1924 was built 
around discussions of that type. The 
“cases” to be considered, presenting 
a particular situation quite likely to 
be encountered by the average life 
salesman, and asking what his solu- 
tion would be, had been widely dis- 
tributed. Several men were definite- 
ly assigned to take up each of these 
cases and in addition suggestions 
were requested from the floor. 
Speaking from manuscripts or pre- 
pared material was absolutely pro- 
hibited. 


Kept On Average Agent’s Level 


Every effort was made to keep the 
discussion on the level of the aver- 
age agent. At a meeting of speakers 
the night before the convention 
opened, Edward A. Woods, Equit- 
able Society, Pittsburgh, then and 
for many years the dominant figure 
in the National association, admon- 


ished them to “cut out the million 
dollar stuff,” and that advice was 
followed strictly except for one 
session. 

It can be readily appreciated what 
sort of a problem this situation 
posed for The National Underwrit- 
er in getting out its convention 
dailies. It was necessary to engage 
a corps of expert court reporters, 
who worked in relays taking down 
the talks, which had to be trans- 
cribed and then edited before being 
put in type. 

Aside from these discussion per- 
iods, there were only three or four 
formal speeches, one of them being 
by Dr. S. S. Huebner, beloved pro- 
fessor of insurance at the Univer- 
sity of Pennsylvania, who next year 
retires from that work, which he has 
carried on fo so many years. 

A separate session for managers 
and general agents was conducted 
for the first time at that meeting. It 
was held at night under the direc- 
tion of the late Winslow Russell, 
vice-president of Phoenix Mutual, 
and spark-plugged by Paul F. Clark, 
then Boston general agent of John 
Hancock and now president of that 
company. It was strictly an experi- 
ment and was not expected to bring 
out a very large attendance, but 
proved so popular that it has been a 
regular feature of N.A.L.U. meet- 
ings ever since that time. 


Coast Group Kept Things Moving 


While many of the association 
wheelhorses, especially from the 
eastern sector, were missing, the 


total registration for that meeting, 
a large proportion being from the 
Pacific Coast territory, was slightly 
above that at Chicago the year be- 
fore. Interest was kept at a high 
level by the Los Angeles group, 
headed by George W. Ayers, then 
president of the Los Angeles asso- 
ciation, who was still active until a 
few years ago; the late Will G. Far- 
rell and Kellogg Van Winkle, 
Equitable Society, still a leader in 
association affairs. They received 
valuable support from a strong con- 
tingent from San Francisco, spark- 
plugged by the dynamic Ben F. 
Shapro of Equitable Society, who 
had some of his men ready to step 
into the breach whenever there was 
any lag in the discussion sessions. 


Graham C. Wells, then president 
of N.A.L.U. and still in the field in 
New York, was unable to be present 
on account of illness and the late 
George E. Lackey, then with Massa- 
chusetts Mutual at Oklahoma City 
and later at Detroit, who was first 
vice-president, demonstrated his 
leadership ability when called on to 
preside at Los Angeles. John Henry 
Russell, Pacific Mutual, Los An- 
geles, who recently established the 
John Newton Russell Award in 
memory of his father, also very ac- 
tive at that convention, was then 
secretary of N.A.L.U. 

The election as president of J. W. 
Clegg, Penn Mutual, Philadelphia, 
marked the only time in a long per- 
iod both before and after that meet- 
ing when a producing agent served 
as head of the organization. 


20-Year Conventioneer 


NoN.A.L.U. convention has bgg¥ A 
held anywhere in the past 20 ye 
without Joseph Charleville, exe 
tive secretary of the Los Ange 
association, being i in attendance, 

The association did not havg 
full-time executive secretary qulitauee 
1924. Edward P. Perrine was |: Ey 
first, serving at the time of JE 
N.A.L.U. meeting that year. 

Mr. Charleville took over thej 
sition in 1928 and has served ¢ 
since except for 1930 and par 
1931, when he was with the Ad 
tising Club. 

For this convention Mr. Chy 
ville has given especial attentig, 
arranging for the executive seg 
taries’ sessions which are beingh 
all day Thursday. 








Other Groups Cooperate 


In preparing for the N.A, 
convention Los Angeles Assn, @iMé 
Life Underwriters received nota Mima | 
cooperation from no less thangs rt 


) 


other organizations having pr ® 
grams integrated with the asso 
ation. air 


They include the life insuram 
committee of the Los Angek ' 
Chamber of Commerce, Life Insu 
ance & Trust Council, the Life 
surance Managers Assn., Los Ag} 77 “ 
geles Chapter C.L.U., Quarter Mi 4 




















GREETINGS. 


to the 


National Association of Life Underwriters 


from the following Utah Life Insurance Companies: 


BENEFICIAL LIFE INSURANCE CO. 


Home Office—Salt Lake City 
DAVID O. McKAY, President — CLYDE J. SUMMERHAYS, Vice Pres. & Dir. of Agencies 


COMMERCIAL TRAVELERS INSURANCE CO. 


Home Office—Salt Lake City 
W. A. CONOVER, President — HUGH TUTTLE, Vice Pres. $ Agency Mar. 


EQUITABLE LIFE and CASUALTY INSURANCE CO. 


Home Office—Salt Lake City 
R. E. ROSS, President — J. P. ALLEN, Vice Pres. — RAY E. ROSS, Director of Agencies 


Home Office—Salt Lake City 
RAY H. PETERSON, President — KENNETH W. CRING, Vice Pres. & Supt. of Agencies 


lion Dollar Round Table womer 
division of the association, 
Group Managers Assn., its newe 
affiliate. 
¢ 
| 
333 Me 











PACIFIC NATIONAL LIFE ASSURANCE CO. | 
| 
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GREET 


the N.A.L.U. 
PACIFIC COAST 
MEETING—1951 





DON W. MUNRO 


Manager 
JAMES M. CROWSHAW, JR. 
Agency Supervisor 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0082 
582 Market St. San Francisco 4 








Brokerage or Surplus 


GREAT-WEST LIFE 
ASSURANCE COMPANY 
Great-West Life Agency, Inc. 

GEORGE L. TREES, Agency Manager 
Telephone EXbrook 2-4264 
333 Montgomery Street, San Francisco 4 











GIFFORD J. HUDSON 


Manager 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Telephone DOuglas 2-4423 
333 Montgomery St. San Francisco 4 


EDWARD E. KELLER 


Manager 


RELIANCE LIFE INSURANCE CO. 
of Pittsburgh 


DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


JOHN W. BOYD 


Regional Manager 


THE FRANKLIN LIFE INSURANCE CO. 


YUkon 2-6130 
605 Market Street San Francisco 5 














S. C. MARTIN 


General Agent 


NATIONAL LIFE OF VERMONT 
Telephone 2-1942 
1 Montgomery St. — San Francisco 4 


THE 
MANUFACTURERS LIFE INS. CO. 


W. D. OBERHOLTZER 
Manager 


NEIL L. BALL 
Brokerage Manager 


Telephone DOuglas 2-6686 
One Eleven Sutter — San Francisco 4 


CHARLES S. BROWNING 


Manager 


THE CANADA LIFE ASSURANCE 
COMPANY 


58 Sutter Street San Francisco 4 

















THE 
NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 

A 


RICHARD J. SHIPLEY 
General Agent 


Telephone EXbrook 2-4485 
564 Market Street San Francisco 4 


D. M. BROVAN 


Manager 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter — San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 


Telephone GArfield 1-2626 
220 Montgomery St. — San Francisco 4 

















RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


DOuglas 2-7910 
1122 Russ Bldg. San Francisco 4 








W. B. CHRISTENSON 


Branch Manager 
“BING” FRANKLIN, Brokerage Manager 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


DOugles 2-0817 
300 Montgomery St. San Francisco 4 








F. J. VAN STRALEN, C.L.U. 


General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


Telephone GArfield 1-3866 
One Eleven Sutter St. San Francisco 4 
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The Members of the 
Utah General Agents and Managers Assn. 


extend 


GREETINGS to the 
N. A. L.U. CONVENTION 


J.P. Allein, Vice. Pres..................- Equitable Life & Casualty Ins. Co. 
J. A. Anderson, Dist. Mgr.............---- Prudential Ins. Co. of America 
Layton Baldwin, Manager............--------+- American National Ins. Co. 
Willis S. Peterson, Managev.......... Mutual Life Ins. Co. of New York 
T. W. Bechtol, General Agent.................--- Penn Mutual Life Ins. Co. 
Robert L. Boyer, General Agent.............-..----------+-+-++++++++ Paul Revere 
nn aT MOTTE: Travelers Ins. Co. 
Joseph Butler, General Agent.............------------ .....Aetna Life Ins. Co. 
Max Caldwell, General Agent...................- Connecticut Mutual Life 
George J. Cannon, Vice Pres...............--.--2----+- Beneficial Life Ins. Co. 
£4. P. Carmona; Pra i oss sis. cecscnniensnesess Northern Life Ins. Co. 
Sheldon Christenson, Gen. Agent...........------- Mutual Benefit Ins. Co. 
Wilson A. Conover, Pres..............------- Commercial Travelers Ins. Co. 
Ford Crandall, Managet................---------- Metropolitan Life Ins. Co. 
Kenneth W. Cring, Vice Pres.....Pacific National Life Assurance Co. 
Elmer F. Davy, Managev.............-----------+- Home Life Ins. Co. of N.Y. 
Lewis T. Ellsworth, Vice Pres............. Commercial Travelers Ins. Co. 
Hazen Exeter, Gen. Agent............-------- Pacific Mutual Life Ins. Co. 
T. W. Fotheringham, Manager.........- Prudential Ins. Co. of America 
V. Garfield, Managet.............---.-.-----++++ United Benefit Life Ins. Co. 
Ernest Halverson, Managet............----------+- Kansas City Life Ins. Co. 
Ivan S. Hansen, General Agent.................------- Western Life Ins. Co. 
John B. Hover, Managet...............-.-----+--0+-----+- Bankers Life Ins. Co. 
Thorpe B. Isaacson, Gen. Agent........ Lincoln National Life Ins. Co. 
Ivan Johnson, General Agent....Pacific National Life Assurance Co. 
Walter M. Jones, Manager............---- Business Men’s Assurance Co. 
John S. Kerns, General Agent......Northwestern Mutual Life Ins. Co. 
Grant M. Mack, Managet............----+-esseeessseeeeeeeeees Standard Ins. Co. 
Fred W. Heuer, Managet...........---.- Equitable Life Assurance Society 
L. S. McQuarrie, Gen. Agent.... Washington National Insurance Co. 
Dave Peterson, General Agent............-.-------- Beneficial Life Ins. Co. 
Ray H. Peterson, President........ Pacific National Life Assurance Co. 
Leo Porter, General Agent............ Columbian National Life Ins. Co. 
Max Rasmussen, General Agent............-..--- Occidental Life Ins. Co. 


Raymond R. Ross, Dir. of Agencies. ...............c.cccecceeeeceeeeeeeeeeeeeee 
onchib adabtche. Saibdstanidnskl Equitable Life & Casualty Ins. Co. 


R. E. Ross, President..................-- Equitable Life & Casualty Ins. Co. 
Claude Salisbury, Mgr. Life Dept................... The Kolob Corporation 
R. S. Satterfield, Secy.-Treas............. Commercial Travelers Ins. Co. 
Sterling W. Sill, Manager................--2::--s0+- New York Life Ins. Co. 
Virgil H. Smith, Vice Pres..................---.---00+- Beneficial Life Ins. Co. 
D. C. Stephens, Manager.................-+- Security Life & Accident Ins. 


Clyde J. Summerhays, Vice Pres. & Supt. of Agencies..............-. 
ioeenaremretene nt serene eee Beneficial Life Insurance Co. 


Harry J. Syphus, Gen. Agent...............- Beneficial Life Insurance Co. 


Hugh Tuttle, Vice Pres. G Agency Managev.............-.---------+----- 
Commercial Travelers Ins. Co. 


Melvin B. Squires, Manager......Pacific National Life Assurance Co. 


Honorary Members 


ey Ph, Cibe! eiA2 sxodegieh al Penn Mutual Life Ins. Co. 
Puneet G26...iZ eli ote aa kes Salt Lake City 


The committee on national af- 
fairs, headed by Philip B. Hobbs, 
Equitable Society, Chicago, which 
has been active in conferring with 
the commissioners and others on 
the war clause situation, reported 
that in general the situation has 
been satisfactorily handled by the 
companies and by the commission- 
ers, the commissioners having indi- 
cated that they preferred a “results” 
toa “status” war clause. Most com- 
panies have in recent months lib- 
eralized their treatment of this mat- 
ter and are handling a great many 
cases by underwriting rules. 

It has had contacts with the fed- 
eral government and with state off- 
cials in New York on how life men 
can aid in the matter of civilian de- 
fense, but without any definite ac- 
tion so far. 

Most of the committee’s time and 
attention has been given to the mat- 
ter of aiding the Treasury Depart- 
ment in its desire to secure the 
largest possible spread of series E 
bonds. “We believe that the N.A. 
L.U. can encourage its members, 
particularly general agents and 
managers (where individually in- 
vited to do so) to serve and promote 
the war bond sales program by 
training volunteer salesmen in the 
technique of installing and pro- 
moting payroll deduction plans,” it 
reports. “The Treasury now has an 
extensive state organization, county 
organization and town organization 
throughout the country, and these 
chairmen will be advised by the 
Treasury Department to get in 
touch with the underwriters lo- 





cally.” 





Groundwork for Converting 
Term Laid at Time of Sale 


The groundwork for converting 
term must be laid when the original 
sale is made, according to Lewis E. 
Weingarten, general agent of Fi- 
delity Mutual in Brooklyn. When 
term is sold to fill out a program of 
family income or for mortgage re- 
demption or to protect a bank loan, 
the agent can indicate that it is an 
adjustable, flexible coverage. As the 
years advance he should recheck to 
see what the client’s picture is and 
make the necessary adjustments. 

When term reaches the limit of 
the conversion period, such as in 











family maintenance at the end of the 
10 years, Mr. Weingarten calls on 
the insured and explains to him the 
special privilege given to him in the 
policy. He explains how small the 
cost for the protection has been 
during the past 10 years and sug- 
gests the conversion. He points out 
that inflation makes necessary own- 
ership of additional permanent cov- 
erage. 

In explaining the use of this sav- 
ings fund, Mr. Weingarten tries to 








make the insured understand that 






if he uses the policy for retirem 
income the actual cost of the 
tection is almost nothing depen 
upon his age at the time of the 
version and the age at which 
wants to retire. 
To illustrate his plan he uses 
case of a man, age 25, w how 
bought a $10,000 policy with aj 
year family maintenance rider, J 
premium for the rider is $84.60 pg 
year. In 10 years he has paidj 
$846.00 and has a cash surreng 
value of $132.60, leavi ing a net cog 
of $713.40, or approximately a og 
of $4.73 per thousand for protectig BR. ey 
during these first two years, a negjpweau. and 
gible cost. In converting the fam Horhwestern 
maintenance rider at age 35 
$15,000 of low rate life, = 65 ¢ Specializ 
figures show a euaranteed que alps N 
value of $8,202, plus an accumulaty In thes 
dividend of $3,450 making total cagdoswell Y 
available at age 65 of $11,652. Ty 
total premiums paid in were Siu | 
398.50 giving him a profit of $25 
Instead of taking a lump su | 
money, the insured has the optiong 
taking a monthly income of ab 
$72 for life. The figures show th 
the protection for 30 years has ¢ 
nothing and in addition has creatf 
protection when needed and savin 
when he wanted them. 






























Value of Personal Contact 


After making the sale, Mr. Wein B. W. Cor 
garten stresses the importance q The nev 
not neglecting personal contact wit knowledg: 
the insured. To do that he suggest{he is sellt 
a personal call at least twice a yea prospects 
giving evidence of constant pecan mentic 
sonal interest in protecting thithe prospe 
man’s esate. This makes it easier t{This rela: 
suggest changes in the estate bqstills confi 
cause the agent is always informef what he is 
as to his client’s immediate need} One me 

The agent who has neglected tf built busi 
visit his client since the contrajhouse org 
was sold, either loses him entirelj firms and 
to another agent who is more aleq the news « 
or will find more opposition whe are annou 
he does reprseent his conversioj the man I 
plan. T these orgé 
large pub! 


operate in 
A strong home office team wor tia Bal, 


the colors of California-Westet noch the 
States Life. Present were O. J. Lag group be; 
president ; R. E. Murphy, vice-pres} shout bu 
dent; Harry W. Storck, superit through t 
tendent of agencies; T. J. Hamme} jate, 

director of field service, and Mr, Lawyer 
















Stella Gibbs, assistant educationd homogeno 
that many 
know eact 
calized gr 


director. 





Carl A. Peterson, assistant to th 
president of North American Life 
Casualty, was his company’s re 
sentative at the Los Angeles meet 


ing. 






eS 











PARTNER — LOS ANGELES 
GENERAL AGENCY 


Well established General Agency] | 
for major Company issuing Life, 
Accident and Group needs young 
aggressive partner. Successfu 
experience in agency organiza-| By 
tion work necessary. Rush reply. | 3 

P. O. Box 6599 


Metropolitan Station 











Los Angeles 55, California 
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1e€ uses 
, who 
with a& 
rider, J 
$84.60 De 
AS paidip 
surrendal 
a net com 
tely ao ae | 
protectigg g, R. MacKenzie of the American Service 
rS, a nepijiueau. and Grant L. Hill, vice-president of 
the famitethwestern Mutual Life. 


ge 3§ a1: i 
at 65 4 Kpecialized Prospecting 


teed qqelps New Man in Big City 


cumulatd In these days of specialization, 
‘total cadroswell W. Corwin, general agent 
5652. Th of New England 
Mutualin New 
York City, sug- 
gests that the 
way to start outa 
new man in the 
business in a big 
city is to get him 
to develop one 
particular indus- 
try, profession, 
ot or company as a 
constant source 
Ir. Wein} B. W. Corwin of new prospects. 
rtance q The new man can quickly build a 
ntact wit}knowledge of the specialized field 
 suggestfhe is selling in. He can speak to 
ice a yea prospects in an informed way. He 
tant pecan mention people or subjects that 
‘ting thi the prospects will readily recognize. 
-easierti This relaxes the prospect and in- 
state be stills confidence in the agent and in 
informej what he is saying. 
te or One member of the agency has 























aS creat 
id savin 






‘lected tf built business by picking up the 
contra house organs of several different 
| entirel] firms and constantly following up 
ore aleq the news of personnel changes that 
on whegare announced in them. Gradually 
veri the man has gained a following in 
these organizations. This was in a 
large publishing company. Others 
operate in the advertising and tele- 
phone fields. It takes a long time to 
reach the stage where people in a 
group begin to phone the agent 
about business but it happens, 
through this technique, sooner or 
later. 

Lawyers and dentists aren’t very 
omogenous, Mr. Corwin finds, in 
that many of them don’t seem to 
know each other except in some lo- 
calized group or field. With them 


am wor 
W est 

. J. Lacy 
ice-pres! 
superin 
Tamme; 
ind Mrs 
ications p, 











Robert L, Walker, Peninsular Life, Orlando, 
. NALU. trustee, and Donald F. Barnes, direc- 
lor of promotion and advertising for the Insti- 
tule of Life Insurance and former N.A.L.U. 
of research. 















Mr. Corwin has been in the busi- 
ness in New York for 26 years. He 
has headed his downtown agency 
since 1945, This year agency vol- 
ume is expected to be about $5 mil- 
lion, up almost 20%. over last year. 


tions names the doctors or interne 
will recognize and suggests that he 
ask them about him. This often 
avoids the need for referrals, intro- 
ductions, etc. 

Mr. Corwin’s operation is further 
helped by the friendly, relaxed way 
in which he runs his agency. His 
glass-walled office is right out next 
to the cashier’s counter where he is 
readily accessible to brokers and 
agents. 


the technique hasn’t operated as 
well. 

The outstanding example of the 
success of this bit of agency special- 
ization philosophy is Selby L. Tur- 
ner, who wrote almost $1¥% million 
in 1950, and was New England Mu- 
tual’s leading agent. He specializes 
in selling doctors. The method has 
worked so well for him that he can 
now approach a young doctor in a 
hospital and start selling. He men- 





George P. Smith, agency secre- 
tary of State Mutual, was on hand 
to represent his home office. If you 
get a chance, ask him to tell you his 
story about the Smiths. 











A Recent Ad In The SATURDAY EVENING POST Tells Millions About B.M.A.’s Complete Income Protection 
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In these times family needs multiply sur- 
prisingly fast. There are the usual number 
of accidents and inevitable periods of 
sickness—tonsils to come out—children to 



















be educated—mortgages must be paid. —— 

All these are normal family problems, ——_ ‘ 

any one of which may prove tobe anab- 7 s** mee 

normal strain on the family budget if you . ee Pe L6 


don’t have adequate income protection. 
So why not check yourself today. See if 
you have all the protection your family 
needs. Check each item. If any needs 
aren‘t now protected or supplements to 
present protection are ‘required, your 
B.M.A. representative can tell you how 
easy it is to provide the missing services. 


\ Check Yourself= Do You Have... 
A plan to poy hospital and surgery benefits for yourself and 7. | 


bed A plan to pay your family $500.00 in cash immediately by 
your family 


emergency draft attached to your policy ... then. . . provide 
an income for your wife and children during the important 


2. A plan to pay monthly income while you are sick or when te-adjustment period while the children are growing? 


you are injured? 


0 
°C 


A plan to pay off the mortgage and refund all payments on 
principal in event of your death? ; 10. [ ] 
1.0] 


if your present insurance program isn't adequate ...or if new needs have 
developed, there’s a B. M.A. plan especially suited to your situation. 


A plan to pay medical bills when your children are hurt at 


A plan to assure funds for your children’s college education? 
school or play? ; eae 


A plan to guarantee you cash or a monthly income at what- 


A plan to all i i 
pron'te pay Bm expames in cote of pollo? ever retirement age you select? 


A complete business insurance. plan. 


Group Insurance in your company? 


A clean-up fund to pay off your debts and taxes in event of 
. (tife—Accident & Health—Hospitalization) 


your death?. . 


5 | 
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B.M.A. Bldg. Union Station Plaza Kansas City 10, Mo. 


Without obligation on my part please send me information about the B.M.A. plons | 
heve checked: 
(1)—— (2) (3) (4)__ (5) (6) (7) (8) (9)__ (10) ___. (11),_ 


NAME 





CITY. STATE 





DATE OF BIRTH 
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OCCUPATION 1 
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OFFICES IN MORE THAN 60 PRINCIPAL CITIES IN 34 STATES AND THE DISTRICT OF COLUMBIA AND HAWAII 
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Insure or Go to 
RFC (Relatives, 
Friends or Charity) 


Harold N. Sloane, partner in 
Gruber - Lynch - Sloane, general 
agents of Conti- 
nental Assurance 
at New York 
City, has a vari- 
ety of answers to 
objections to 
buying life in- 
surance during 
an inflationary 
period. He used 
these responses 
to write $1 mil- 
lion of personal 
business last 
year and hopes to repeat in 1951. 
In addition he helps brokers write 
business and tax economy life in- 
surance coverage on their own 
clients. 





H. N. Sloane 


When a prospect mentions infla- 
tion as a reason for not buying, Mr. 
Sloane replies that life insurance is 
really the best answer to invest- 
ment problems during an_ infla- 
tionary spiral. Contrary to the aver- 
age person who believes in buying 
term during inflation, he advocates 
buying high-premium forms for the 
reason that cheap dollars placed in 
them will turn into good dollars 
later on. He proves this by using 
charts of national economic history 
showing that periods of deflation 
have always followed inflation. 


Social Security Conscious 


Today, he said, the public is very 
social security conscious. The pur- 
chase of an annuity of $80 or $180 a 
month, making a total income of 
$200 or $300 a month at retirement 
age, is what Mr. Sloane suggests to 
insure the average man’s social se- 
curity. If the man works, he will not 
receive the basic social security 
amounts. This means that if he 
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A WELL-BALANCED COMPANY 








CA 
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improves performance 


moments... balance is 


company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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From childhood’s earliest 


essential to progress. 


So, too, in a life insurance 


The 








doesn’t have extra income, he is 
throwing away his social security 
benefits. He cannot retire comfort- 
ably on them alone. Then, as Mr. 
Sloane facetiously puts it, he will 
have to go to his R.F.C.— Relatives, 
Friends or Charity. 

If a prospect insists that he 
doesn’t want to put money into 
fixed dollar comitments and prefers 
equities to affset inflation, Mr. 
Sloane explains that corporations 
will also be hit by inflation and high 
taxes, making them a not so pre- 
ferred investment. “What inflates 
as fast as the $25 premium for 
$1,000 of life insurance if you die?” 
he asks the prospect. The first year 
return is inflated 4,000%. He gives 
similar examples on a chart for all 
subsequent policy years showing 
that even after 20 years the return 
is still 100%, making it a much bet- 
ter guarantee against inflation than 
equities. 


Cover Increased Values 


Mr. Sloane’s brokers have been 
selling their clients additional fire 
insurance protection to cover the 
increased value of their possessions. 
He tells them to use the same sales 
line in selling additional personal 
or business coverage to clients to 


| protect their added income value as 


individuals. 


Protection Approach 


Mr. Sloane lectures before many 
agents’ associations. In his talks he 
always brings out the fundamental 
principle that a person does not buy 
easily something extra or addition- 
al. But he will always buy to pro- 
tect what he already owns. This 
sales approach can be used for per- 
sonal and business insurance and 
makes a difficult sale much easier. 

“If you want to get excited about 
your profession,” he _ suggests, 
“agents or brokers should analyze 
the jobs of salesmen of stocks, 
bonds, real estate, mortgages, etc. 
Can any other business claim a 
record of permanency over so many 
economic cycles? What other busi- 
ness can guarantee its return in a 
fixed amount? Or, say its proceeds 
are free of creditors’ claims? Can 
any of them guarantee an income to 
the beneficiary that will be income 
tax free? Can any of them arrange 
trust fund payment provisions 
without a fee for the trust? Can any 
of them guarantee a borrowing rate 
at fixed interest good any time? Can 
any of them pay a guaranteed life 
income?” 


His Tax Approach 


Another objection the average 
life insurance man encounters be- 
cause of taxes is: “I haven’t enough 
money to buy insurance.” He sug- 
gests to them that they substitute 
it for capital assets showing them, 
with the arguments in the previous 
paragraph, that it is a finer invest- 
ment. 

“TIsn’t it true,” asks Mr. Sloane, 
“that more life insurance would be 
purchased if the point were brought 
home to prospects and clients that 
life insurance is love made nego- 
tiable?” 


Lenhart Committee 
Urges Increased 
Interest in A.& H. 


The feeling among accident ang 
health insurance people that the 
need for it is on a par with that for 
insurance to replace loss of income 
through death or old age seems to 
be fully justified, the newly created 
A. & H. committee, headed by John 
N. Lenhart, Great-West Life, Cleve. 
land, stated in its first report. 

It therefore suggests that N.A, 
L.U. should seriously consider em. 
barking upon a broad program of 
publicity and sales promotion de. 
signed to acquaint its membership 
with the fact that covering A. & H, 
needs is an essential if the life un. 
derwriter is to justify the claim of 
arranging proper insurance pro- 
grams for the public on a profes. 
sional basis. It said this publicity 
might be presented in Life Associa- 
tion News, local association meet- 
ings, and on convention programs, 
It feels that the appearance of an 
outstanding A. & H. speaker on an 
annual convention program might 
be very timely. 

The committee has had represen- 
tation at all of the meetings of A, 
& H. organizations in both the com- 
pany and agency fields since its for- 
mation. As a result of these con- 
tacts, it stresses as of especial im- 
portance to life men the tremendous 
and rapid growth of A. & H. busi- 
ness. New companies are entering 
the field; many life companies are 
contemplating entrance; and in the 
case of New York Life and Pruden- 
tial, it is a fait accompli. Reasons 
for this rapid expansion appear to 
be both the sales opportunities cre- 
ated by present social trends as well 
as conviction that private insurance 
companies must provide this cover- 
age for the public or else it will be 
furnished by the government. 

The report comments on the spit- 
it of cooperation manifested by In- 
ternational Assn. of A. & H. Under- 
writers, the counterpart of N.A.LU. 
in the A. & H. field, the advances it 
has made and its progressive spirit, 
and the appreciation of the leader- 
ship which N.A.L.U. might furnish 
through its large membership and 
substantial resources. 

Reference is made to the need for 
greater activity in training and ed- 
ucation in this field, the fact that A. 
& H. material is being added to the 
L.U.T.C. course and the plans of the 
International association to release 
an educational course at an early 
date. The committee says the prob- 
lems of arranging an educational 
and training program are brought 
vividly into focus by reason of the 
lack of homogeneity among the 


companies in their ideas of selling | 


A. & H. insurance to the public. 

It urges acceptance of the invita- 
tion to N.A.L.U. to participate m 
the work of the Disability Coordin- 
ating Conimittee, which correlates 
the activitied of the various organ 
zations interested in disability m- 
surance as regards nation-wide 
problems. 
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= Life Offices of Chicago 
N.A.L.U.62nd Anniversary 


The Offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National 
sociation and for what it stands, and through this medium extend their cordial greetings 
to the 62nd annual meeting in Los Angeles 








ROCKWOOD 


S. EDWARDS 


General Agent 
AETNA LIFE INSURANCE COMPANY 


120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED < 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 


CONTINENTAL ASSURANCE COMPANY 
Illinois’ Leading Life Insurance Company 
39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS 


e CENTRAL 6-1296 











W. A. ALEXANDER & COMPANY 


GENERAL AGENTS of 


THE PENN MUTUAL 
Life Insurance Company 


WADE FETZER, JR., C.L.U. 
135 South La Salle Street 


JOHN H. SHERMAN 
FRanklin 2-7300 


CHICAGO 


FREEMAN J.WOOD 


GENERAL AGENT 
LINCOLN NATIONAL LIFE INSURANCE CO. 


208 So. La Salle St. 





Telephone: CEntral 6-1393 


AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 








THE 
A.D. CROW AGENCY 


The Lincoln National Life 
Insurance Company 


Suite 2162 
135 S. La Salle Street 
CEntral 6-8013 








FRANKLIN LIFE 


Chicago Division 
Berent, Prestine & Miles, Inc. 
Boege, Cantrell & Demme 
H. J. Doyle & Son, Inc. 
Dunley Agency 
Genck Agency 
Kaluza Agency 
Kravit Agency 
Lichtenwalter Agency 
O'Doherty Agency 
Saunders Agency 
Turner Agency 
Wartell Agency 
Regional Office 
120 S. LaSalle Chicago 


F. J. BUDINGER, C.L.U. 
Regional Sales Director 


THE CHICAGO AGENCY 


THE 


PRUDENTIAL INSURANCE CO. 
OF AMERICA 


SID. KENT, Manager 


GEORGE L. SCHOMBURG 
FRANK G. LOTITO 
JOSEPH G. CARMEN 
GERALD F. GRIFFIN 
Assistant Managers 
JAMES A. SHEVLIN 
Cashier 


1246 Field Building Chicago 3 
Home Office: Newark, N. J. 








IF YOU DEMAND: 


Unexcelled Service 
Expert Understanding of Your 
Problems 
Underwriting Speed 


These are as close as your phone 
ROBERT E. FLORIAN, C.L.U. 
General Agent 
FRANK A. REKER 
Brokerage Manager 
The Connecticut Mutual Life 
Insurance Company 


208 S. LaSalle St. RAndolpr 6-6430 
Chicago 4, Illinois 








THE JAMES H. BRENNAN AGENCY 


COMPLETE PORTFOLIO SERVICE TO BROKERS 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY OF PHILADELPHIA 


111 W. WASHINGTON STREET CHICAGO 2, ILL. 


Phone RAndolph 6-2813 











One Stop Service for your Surplus 
and Substandard Business 
If we can’t issue it—we will tell 
you who will. 


JOHN W. LAWRENCE, C.L.U. 
General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


135 S. LaSalle St. e@e ANdover 3-1820 
Chicago, Illinois 
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JACK WHITE AGENCY 
Jack White, C.L.U., Manager 


Jack Boone, Scott Russell, Tom Kilgore 
Ernie Plummer, Jerry Muller, C.L.U. 
Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. Los Angeles 36 
WeEbster 3-8211 











CHARLES L. J. FEE GENERAL AGENCY 
Charles L. J. Fee, General Agent 


oS lire INsueenee COMPANY “A 
8. SACHUSETTS 


or Boston, Mas: 
Thomas F. Crocker, Jr., Brokerage Mgr. 
MAdison 6-5601 





530 W. Sixth St. Los Angeles 14 











THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
Arthur R. Eschleman, Supervisor 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
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TRinity 9501 aw 
523 West 6th St. Los Angeles 14 — ~N 
T. R. (BOB) MACAULAY CHARLES E. CLEETON N. J. NELSON 
General Agent AGENCY — MANAGER — 
STATE MUTUAL LIFE ASSURANCE OCCIDENTAL LIFE INSURANCE trative Camas Sejeetant 
COMPANY COMPANY RELIANCE LIFE INSURANCE 
iia otaicaeale Telephone: Trinity 6439 lili ee Robert B. Ogden, Jr., Associate Gen. Agt. editor Aiea: ‘oa vi 
“Specializing in Service to Brokers” 530 West Sixth Street Los Angeles 14 6336 Wilshire Blvd. 4 Los Angeles 36 
WALTER G. GASTIL HAROLD G. SAUL and EDWIN R. JOOS 
Manager Southern California General Agents co ee California WALTER S. PAYNE AGENCY 
CONNECTICUT GENERAL LIFE and Arizona THE PRUDENTIAL INSURANCE 
INSURANCE COMPANY Carlos Schuster, Brokerage Mgr. COMPANY OF AMERICA 
H WASH 
artford, Conn. Western Home Office: Los Angeles, Cal. 
apr “4 ag aa 94 Mgr. hun c Assistant Managers 
Byron D. Williams, rat Mor. Tolaphenie: Trinity 3421 Hal E. Rudolph Carl W. Kotter 1105 Wil 
609 South Grand Ave. Los Angeles 17 Five Ten W. 6th Street Los Angeles 14 210 W. 7th Street Los Angeles 14 
ROBERT L. WALKER SQ ee ee J. F. HACKMAN 
Eres GREAT-WEST AGENCY, INC. seningtn oe 
THE LINCOLN NATIONAL LIFE CALIFORNIA GENERAL AGENTS THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY GREAT-WEST LIFE ASSURANCE INSURANCE COMPANY C 
nid CO MP ANY **Personalized Brokerage Service” 
510 West 6th St. i ba Los Angeles 14 Madison 6-8237 Telephone: Tr. 1126 
609 South Grand Ave. Los Angeles 17 ee De ae Los Angeles 14! | 530 West 
THE STANLEY ays NEUMAN T. G. Murrell W. L. Murrell 
NORTHWESTERN MUTUAL LIFE General Agent 
INSURANCE COMPANY CONTINENTAL ASSURANCE COMPANY MURRELL BROTHERS v 
A Trinity 6356 General Agents Ww. 
JOHN R. MAGE, C.L.U. “Aga oe RENE MUTUAL BENEFIT LIFE INS. CO. 
— =~ aad Life and Non-Cancellable Disability Dunkirk 8-2121 
609 S. Grand Ave. ' Los Angeles 17 510 West Sixth St. Los Angeles 14 600 South Harvard Bldg. Los Angeles 5 
icetemen 
HARRY LEVEY THE UNION CENTRAL LIFE 
beg E. een: C.L.U. Schloen—Levey Agency INSURANCE COMPANY 
PACIFI etna LIFE General Agents Mark S. Trueblood, Manager 
INSURANCE COMPANY THE MANHATTAN LIFE Henry E. Belden, Associate Manager AMER 
INSURANCE COMPANY George Alvord, Brokerage Manager 
700 South La Brea insti Los Angeles of NEW YORK Southern California and Arizona 
Miveree tere CRestview 4-5357 BRadshaw 2-1380 5th Floor, 
Webster 3-9377 9641 Santa Monica Blvd. Beverly Hills 609 S. Grand Ave. nei lala Los Angeles 17 
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HAYS & BRADSTREET 


xis a hea 7 = toNALU) oe 


WALTER STOESSEL 
AND ASSOCIATES 





















































Ralph L. Chambers John F. Nufer, C.L.U. 
Brokerage Dept. Director Agents Training 
NATIONAL LIFE OF VERMONT 

MAdison 9-1461 
608 South Grand Ave. Los Angeles 17 

















FRED A. McMASTER, C.L.U. 
General Agent 


THE OHIO NATIONAL LIFE 

































































INSURANCE COMPANY 
Suite 640, 612 South Flower Street 
Los Angeles, California 
Phone number: MAdison 6-4439 
a ae coor rages WILLIAM G. DODD, C.LU. FREDERICK A. SCHNELL, C.L.U. 
JOHN W. YATES General Agent General Agent 
| ROBERT L. bie CROWN LIFE INSURANCE THE PENN MUTUAL LIFE 
E General Agents for Southern California COMPANY INSURANCE COMPANY 
-{ 530 W. 6th Street Los Angeles 14 TRinity 2383 
MASSACHUSETTS MUTUAL LIFE 649 South Olive St. Los Angeles 14 TRinity 2215 
— INSUR AN CE co MP ANY “Specializing in Brokerage” Eleven Eleven Wilshire Boulevard Los Angeles 17 
e Henry W. Dunn Bruce Bare 
NCY HOWARD E. NEVONEN DUNN & BARE LEISURE, WERDEN & TERRY 
CE General Agent General Agents = Proves rts 
NEW ENGLAND MUTUAL LIFE ihc bhi sons eignataad tt 
WASHINGTON aan INGURANCE INSURANCE COMPANY OCCIDENTAL LIFE INSURANCE 
oe sitet John R. Martin, Brokerage Mgr. COMPANY 
\ngeles 14 ieee iliac ah te 510 West 6th Street itil Los Angeles 14 Suite 323, General summation.” Los Angeles 17 
MELZAR C. JONES THE E. A. ELLIS AGENCY RICHARD M. GROSTEN 
General Agent E. A. Ellis, General Agent General Agent 
E Paul A. Hummel, Assist. Gen. Agt. MA. E. Thompson, Ass't. Gen. Agent edaaaainalan taciattcictniniicent 
: Ben E. Stotts, Brokerage Mar. Carl Monroe, Sales Supervisor | THE MANHATTAN LIFE 
CONNECTICUT MUTUAL LIFE PACIFIC MUTUAL LIFE ae gil 
INSURANCE COMPANY INSURANCE COMPANY ae 
ngeles 14/1 | 530 West Sixth St. Los Angeles 14 612 South Shatto Place Los Angeles 215 West Sth St. Michigan 8228 Los Angeles 13 
. Mur MOND & CRAIG 
—— ew ht anor ead GEO. N. QUIGLEY, JR., C.L.U. 
we? AETNA LIFE INSURANCE senscendinhaail 
W- COMPANY MANUFACTURERS LIFE INS. CO. 
‘0 G LA O'BRIEN SAWYERS, Asst. General Agent Ed. Linsenbard, Brokerage Mgr. 
. poset Seen TATA Sit ectas fer 
PACIFIC MUTUAL LIFE JOSEPH F. BRADLEY, Agency Supervisor MAdison 9-2556 
ngeles 5 INSURANCE COMPANY ate & telen tees Sandneetent4 609 South Grand Ave. Los Angeles 17 
j 
WILLIAM H. SIEGMUND EQUITABLE Mapiaaaer 
eyes H. THORNE General Agent 
anager RUSSELL L. HOGHE, C.L.U., GENERAL AGENT 
CONNECTICUT MUTUAL LIFE ’ ’ 
AMERICAN NATIONAL INSURANCE CO. INSURANCE COMPANY eae Ren Mutual 6377 eased 
Madison 6-4121 
aan NEAL T. REILLY, GENERAL AGENT 
ial 5th Floor, 816 West Sth St. hoe Angetan 39 Suite 701, 609 S. Grand ~~ peut Los Angeles 17 1114 Witthire Biva, _M@di#0" 6-4688 a alec 
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GREETINGS TO THE LOS ANGELES MEETING FROMHE 


Mie OS a= — 
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a -_ 
THE JENKINS AGENCY THE BEARDSLEE AGENCY DAVID A. CARR AGENCY, 
BRADLEY B. ROSS INC. 
of Manager 
THE CONNECTICUT MUTUAL COLUMBIAN NATIONAL LIFE a 
ee INSURANCE COMPANY CONTINENTAL ASSURANCE 
. es COMPANY 
Suite « 
17 EAST 42nd ST. NEW YORK 17, N.Y. 45 JOHN ST. NEW YORK 38, N. Y. 1780 BROADWAY AT 57th STREET 
MUrray Hill 2-1956 BEeckman 3-4424 NEW YORK 19, N. Y. JUdson 6-4660 
Vv 
L. W. SECHTMAN KRUEGER & DAVIDSON OSBORNE BETHEA TH 
General Agent AGENCY General Agent 
Lad THE NORTHWESTERN MUTUAL 2 
LIFE INSURANCE COMPANY 
AETNA LIFE INSURANCE COMPANY NE 
A cals 386 Fourth Avenue THE PENN MUTUAL 
Lincoln Building 60 East 42nd Street New Yerk LIFE INSURANCE COMPANY 
New York 
. Harry Krueger, C.L.U. Walter S. Davidson 50 Church Street 
MUrray Hill 2-0200 General Agents New York City 
RAYM 
O. A. KREBS BERNARD BERGEN AGENCY TIMOTHY W. FOLEY 
General Agent General Agent , General Agent 
a 
s 5s Our 10 
MUTUAL TRUST LIFE INSURANCE CO. ‘ 
AETNA LIFE INSURANCE COMPANY “NOTHING BETTER IN LIFE INSURANCE” STATE MUTUAL LIFE ASSURANCE COMPANY ERKS} 
151 William Street, New York Suite 901-2, 370 Lexington Ave. at 41st Street 225 BR 
185 Montague Street P 
REctor 2-7900 Brooklyn 2, N. Y. ULster 5-2966 MUrray Hill 3-4417—3-4418 New York 17, N.¥. 
SL 
eee ee 
TI 
THE JOHN STREET AGENCY THE WEINGARTEN AGENCY GEORGE P. SHOEMAKER 
C. W. SABIN, Manager Lewis E. Weingarten General Agent JA 
al 
CONNECTICUT GENERAL LIFE — . THE G 
" THE FIDELITY MUTUAL LIFE LIFE INSURANCE COMPANY 
INSURANCE COMPANY OF PHILADELPHIA 
oe: SO SEREES EW FORE 26, H. Y. 26 COURT STREET ~ BROOKLYN 2, N. Y. 111 JOHN ST. NEW YORK 38, N.Y. |}! 50 unto; 
WOrth 4-6060 TRiangle 5-8450 WOrth 4-4151 
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M. L. CAMPS 


General Agent 


FE ie Company 
e9 Boeven. Massagnusewrs 


Suite 601, 110 E. 42nd St., New York 
MUrray Hill 6-4445 








THE FRASER AGENCY 


of 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


149 Broadway, N. Y. 6 1440 Broadway, N. Y. 18 
BArclay 7-9300 


NEW YORK GENERAL AGENTS AND MANAGERS 





WHO... 


recently moved into town? _ 

was recently engaged or married? 

is expecting or recently had a baby? 
recently received a raise or promotion? ; 
recently started a law, medical or dental practice? 


BILL BEERS, C.L.U. 


Production Manager 


THE LEE NASHEM AGENCY 


EMANUEL WINSTON, Director of Initial Training 
BERTHOLD J. SARUYA, Brokerage Manager 


110 EAST 42nd STREET 
Murray Hill 5-5087 
Oppesite Grand Central Station 


NEW YORK 











THE SCHMIDT AGENCY 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WoOrth 4-3800 











EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 


Telephone MURRAY HILL 2-4500 


DAVID MARKS, JR., C.L.U. 


General Agents 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


17 E. 42nd STRET NEW YORK 











RAYMOND F. THORNE, C.L.U. 


General Agent 


Our 100th Year of Security and Service 
BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY oN. Y% 7% N. Y. 
Phone: BArclay 7-3836 








ROSWELL W. CORWIN, C.L.U. 


General Agents 


NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. 


150 BROADWAY NEW YORK 7, N. Y. 
BEekman 3-6620 











THE BRAGG AGENCY 


JAMES ELTON BRAGG, C.L.U. 
General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 











Home Office Agency 
50 UNION SQUARE, NEW YORK 3, N. Y. 
GRamercy 7-2100 


ee 


HAROLD S. SCHLESINGER, C.L.U. 


General Agent 


COLUMBIAN NATIONAL 
LIFE INSURANCE CO. 


33 WEST 42 STREET NEW YORK 18, N. Y. 
PEnnsylvania 6-1922 




















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


PAUL S. RANCK, Pres.-T reas. 
CHARLES N. BARTON, V. Pres. 














CONTINENTAL AMERICAN LIFE 
INSURANCE CoO. 


SOLOMON SCHOENBERG 
ASSOCIATES 


Complete Estate Planning 


135 BROADWAY NEW YORK 6, N. Y. 
Digby 9-0303 
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Peyser Agency Producing including annuities, making the 
At 150% of 1950 Pace agency one of the top six in the 
i lartine thi ; , company. 

roduction this year is runnin ’ ap en ene eee 
130% of 1950 inthe Percy A. Peyser _ Zhe Peyser agency is exclusively 
agency of Manhattan Life in New 2 brokerage operation. Mr. Peyser, 
York City. Inthe first seven months and his son, Peter A. Peyser, asso- 
the agency paid for $1,441,000, not ciate general agent, have about 








OGRESS 
KE THIS 
PELLS 


pportu aia worn PBA 


Since the change-over to full agency 
operation in 1948, Postal Life’s new busi- 
ness has increased fourfold . . . because 
Postal has a strong story for its agents to 
tell and because brokers and surplus writers 
find in Postal Life the type of policies and 
service that appeal to clients. 


With the addition of the Connecticut 
territory, it’s an even stronger story . . . 
of interest to every aggressive producer who 
is looking for the type of policies his clients 
want—and is looking forward to establish- 
ing a general agency of his own in Connecti- 
cut or New York State. 


New agency appointments are moving 
ahead in both states. For complete infor- 
mation, communicate with 


ROY A. FOAN, Vice President 
and Director of Agencies 


POSTAL LIFE 





INSURANCE COMPANY 








511 FIFTH AVENUE, NEW YORK 17, NEW YORK 








120 brokers under contract. The 
agency moved uptown two years 
ago but Mr. Peyser believes that 
location makes little difference in 
the agency’s production. Most of 
the agency’s business is done by 
phone or mail and that is how 
brokers are regularly contacted. 

For the company production club 
year ending Aug. 15, Harold L. Re- 
genstein of the agency led the com- 
pany in volume, lives, and pre- 
miums. 

The agency has several large pen- 
sion cases on its books with their 
sizes ranging from three lives to 
more than 500. Mr. Peyser has been 
gradually developing group busi- 
ness from his broker clients since 
the company entered the field a 
year ago. 

He believes that individual serv- 
icing of group clients by brokers 
will lead them to the sales of ordi- 
nary among the group, a source of 
prospects for ordinary that is often 
ignored by many salesmen. 

Mr. Peyser has been in the busi- 
ness for 26 years. He joined Massa- 
chusetts Mutual that year and after 
a short period as co-general agent 
for National Life of Vermont, re- 
turned in 1932 to the former com- 
pany as a unit manager. In 1940 he 
become a Manhattan Life general 
agent. 

His son, a leading producer for 
the company, joined the agency in 
1946 upon his release from military 
service. 


N. W. Mutual to 
Stage Show at MDRT 
In Honor of Todd 


A feature of the program at the 
annual meeting of the Million Dol- 
lar Round Table at Coronado, Cal., 
next Monday will be a dramatic 
presentation of life insurance at 
work. The play, “The Education of 
Richard Roe,” was written by Laflin 
C. Jones, director of insurance re- 
search of Northwestern Mutual 
Life,. It is being presented with the 
compliments of the Northwestern 
and as a tribute to John O. Todd, 
Northwestern Mutual, Chicago, 
M.D.R.T. chairman. 

Mr. Jones will be accompanied by 
four Milwaukee people who will 
play the principal characters and 








Los Angeles Convention 


National Association of Life Underwriters 


Greetings to the WILLIAM H. FOREMAN 


New Jersey Agency 
f 


Manager 





1180 Raymond Boulevard, Newark 2, N. J. A. R. SNITZER 








o 
from Mutual Benefit Life Ins. Co. 
Newark Outstanding General Agents 744 Broad St. Tel. Mit 2-6100 
and Managers Newark 2, N. J. Room 1001 
C. VERNON BOWES CHAS. W. CAMPBELL & ASSOCIATES 
ae: aS Serving Northern New J 
Sent fo The Prudential co. rea 9 Tetishios 
NEW ENGLAND MUTUAL LIFE Home Office—Newark, N. J. 
INSURANCE COMPANY ' CHAS. W. CAMPBELL, C.L.U., MGR. 


Associate Managers 


MArket 2-0360 Suite 1115, 744 Broad St. 
Phone MA 3-8000 


WILLIAM H. KINGBELL 
Newark, N. J. 

















form the nucleus of the cast. Th 
have a background of life insurang 


iC. L. | 


gained through previous particip, Spere 


tion in similar presentations of My 
Jones’ productions. The other | 


members of the cast have been x Succe 


cruited from the Coronado Playe, 
under direction of Mrs. Rena Brog 


Carl } 


Kenyon. and pre 
Co-director with Mr. Jones if(o., Ne 


Kenneth C. Greaves, who plays th 


resider 


part of an insurance agent. Th Charter 
other Milwaukeeans, also memberg mail ba 
of the Shorewood Players little the} meeting 


ater group, are Arnold Hildebrang 


geles. h 


who portrays Richard Roe; — H. Cam 


trude Keene, as Mrs. Roe, an 


Hancocl 


Thomas Detienne, Roe’s brother} advance 
in-law. of the s 


Dramatic Situation 


Other 


|vice-pr 


The play presents the situation Jr. gen 
of the widow of Richard Roe, whi Life. N 
died intestate and with no buy-or} presider 
sell agreement with his busines} agent F 
partners. The unfortunate circum] geles ;tr 
stances inherent in sucha situation} manage 


are vividly contrasted with the ¢. 


phia; sé 


fective working out of Roe’s per{ Southw 
sonal life insurance estate. On on The Ne 


hand it shows the machinery of the 
law which safeguards and protects 
all widows, regardless of situation 
and circumstances. In the contrast 
ing phase of the drama is a careful 
plan devised by persons close to her 
to safeguard and protect the widow 
and the children in their particular 
circumstances, and with very spe 
cific regard to their desired futures, 
A very personal relationship is in- 
volved, compared to the imper 
sonal machinery of the law. 


Author, Author! 


Mr. Jones, the author of the play, 
has been with Northwestern Mu 
tual since graduating from Dart 
mouth College in 1929. While in 
charge of the agency department 
educational activities, he had a large 
share in writing the company’s edt- 
cational courses. As assistant dire¢ 
tor of agencies he did work in the 
advanced underwriting and pension 
trust field. He is a C.L.U. and ha 
instructed life insurance groups and 
classes. Interested in writing, Mr. 
Jones has been editor of company 
home office and field publications, 
and the C.L.U. and other bulletins. 
In his present position as director 
of insurance service research, he is 
conducting special studies in the 
field of the use of life insurance and 
other research subjects, and is hat- 
dling other special assignments. 

In 1932, Mr. Jones wrote a dre 
matic sketch highlighting signif- 
cant events in the history of the 
Northwestern Mutual for preset 
tation as a 75th anniversary feature 
of the annual meeting of the North- 
western Assn. of Agents. Since thet, 
he has produced life insurance plays 
annually for the home office and 
New York eastern regional agents 
meetings, as well as for several cot- 
ventions of the N.A.L.U. and LI. 
M.A. 





Vice-President J. V. Whaley, 
Franklin Life, was head of a Frank 
lin Life group of 60 attending the 
Los Angeles meeting. 
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C.L. U. Group Elects 
Spero President, 
Succeeding Cammack 


Carl M. Spero, independent agent 
and president of Spero- Whitelaw 
Co. New York City, was elected 
president of American Society of 
Chartered Life Underwriters in a 
mail ballot reported at the annual 
meeting of the society in Los An- 


geles. Mr. Spero succeeds Howard 1 


H. Cammack, general agent John 
Hancock, Albany. Mr. Spero was 
advanced from first vice-president 
of the society. 

Other officers elected were: first 
Ivice-president, James W. Smith, 
Ir, general agent Union Central 
Life. New Orleans; second vice- 
president, Gerald W. Page, general 
agent Provident Mutual, Los An- 
geles ;treasurer, Frederick W. Floyd, 
manager Life of Virginia, Philadel- 
phia; secretary, W. Frank Cooper, 
Southwestern Life, Fort Worth. 


The New Directors 


New directors elected were: New 
England, New York and New Jer- 
sey district, Ernest H. Perkins, 
general agent Provident Mutual, 
Albany; middle eastern district, 
Richard W. Angert, general agent 
Lincoln National Life, Cincinnati; 
middle western district, Harry R. 
Schultz, agent Mutual Life, Chi- 
cago; western district, George M. 
Quigley, Jr., manager Manufac- 
turers Life Co., Los Angeles ; south- 
ern district, Arthur D. Reed, North- 
western Mutual, Nashville. 

Mr. Spero entered life insurance 
in 196 with the Equitable Society. 
He has been an independent agent 


T. R. Macaulay, new general agent of State 
Mutual Life at Los Angeles, is receiving con- 
gratulations at the convention on being com- 
missioned an admiral in the Nebraska navy, 
roughly the Yankee equivalent of a Kentucky 
colonelcy. Mr. Macaulay is shown above re- 
ceiving this award from Attorney James R. 
lineburg on behalf of Governor Peterson of 
Nebraska at a dinner at the Los Angeles Ath- 
letic Club at which Admiral Macaulay was 

for his work in the Nebraska Alumni 
Assn. of Southern California. 
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since 1930, and was awarded the 
L.U. designation in 1932. He served 
for two years as chairman of the 
annual economic forum sponsored 
by the New York chapter of C.L.U. 


Decentralization Is 
Keynote of L. A. 


The luckiest conventioneers at 


Los Angeles are those with auto- 


mobiles. This gigantic metropolitan 
area spanning 46 miles or so across 
and almost this much from north to 
south is a real challenge even to the 
car-mounted who want to see its 
points of interest. You simply can’t 
jump on the subway, or the elevated 
to gain your destination. The great 
distances invovled in the wide open 
spaces makes taxi travel very ex- 
pensive. 

Decentralization in lodging de- 


29 


spite the distances was the common 
at the meeting. A number of those 
in attendance stayed out in the at- 
tractive suburban areas at the glam- 
orous hotels with swimming pools 
and all the trimmings including 
complimentary breakfasts. 
Decentralization is reflected in 
the location of the Los Angeles life 
agencies too. Many of them have 
moved out of the center of town to 
the outlying areas. Paramount rea- 
son for this is traffic and. parking. 


One of the Great Moments of your life... Starting Jour Business 


Why it’s one of the most 
important times to see your 
life insurance agent. 


It's a far cry from the lemonade 
‘stand...or the paper route you had in 
younger days. Suddenly, you become 
the real boss. No one to say when you 
work—how long you work—yet now 
you’re working harder than ever. 
The pleasures, the profits—and the 


For 100 years... a great name in life insurance. 


problems are all yours from now on. 

That’s why it’s important for you 
to see your Massachusetts Mutual 
Agent. He can undoubtedly suggest 
an answer to many problems you face. 
It may be insuring a key man, part- 
ner or shareholder — strengthening 
your firm’s credit—providing a cash 
reserve for emergencies—or creating 
a pension or group insurance plan. 

In short, a program to help main- 


tain and protect your business—and 
your interest in the business — for 
your family. 

Providing life insurance programs 
of “‘planned flexibility’ to meet 
changing insurance needs has been 
our job for almost one hundred years 
. . « another good reason why, at 
the great moments of your life, you 
should talk over your plans with your 
Massachusetts Mutual Agent. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, 
MASSACHUSETTS 


This is one of a series of full-color advertisements appearing in TIME and the SATURDAY EVENING POST 
during 1950 and 1951, reaching 13,000,000 people in over 5,000,000 homes. 
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Hunter Reviews 
Progress made in 
Past 100 Years 


Speaking at the dinner of the 
Women’s Quarter Million Dollar 
Round Table 
Tuesday night, 
D. Gordon Hunt- 
er, vice-presi- 
dent of Phoenix 
Mutual, review- 
ed the progress 
made in the last 
century in sci- 
ence, industry 
and material 
gains and also 
showed what the 
changes brought 
about during that period have 
meant to the business of life insur- 
ance. 

In 1851 the advice, “Go west, 





D. G. Hunter 


young man, go west,” had just been 
given in an editorial in the Terre 
Haute Express. Life insurance real- 
ly was just getting under way. The 
Phoenix Mutual had been chartered 
in May of that year. California had 
just been admitted as a state and 
several companies decided to go af- 
ter business there, charging a 3% 
extra premium because of the great 
distance. He took up the slowness 
of transportation and communica- 
tions and compared it with present 
day conditions. 

“Recently I wanted to have brief, 
heart-to-heart, personal talks with 
six of our managers rather than to 
telephone or write,” he said. “Leav- 
ing New York on Monday morning 
I flew to Cleveland for a good break- 
fast chat with our Cleveland mana- 
ger. Had a good long luncheon con- 
ference that afternoon with our 
manager in Detroit, after which I 
flew to Chicago. The next day I 
completed some important business 
with our manager at Chicago before 
joining our St. Louis manager in his 








SS SE ES ES oS Sos Sune Gunes Game 


It would be untruthful to say that American 
United’s Agency Department operates 

« without pressure. But—and this is a big 
but—it is an “understanding pressure”’; 
a pressure that takes into account the value 
of good, sound business over mere volume; 
a pressure that recognizes human values; 
a pressure that can be best described as 
a “helpful push.” 


Staffed by successful, experienced field 

men, American United’s Agency Department 
has been able to see and meet problems 

at the field level. It has developed an 
organization that works as a team— 

and has something to work with. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 








home bailiwick for a leisurely con- 
ference. Wednesday morning found 
me in session with our manager at 
Indianapolis, and then I tied in with 
our manager at Pittsburgh for a 
chat before returning home Wed- 
nesday evening. Three thousand 
miles, and visits with six managers 
between Monday morning and 
Wednesday night.” 


“Impossible Dream” Comes True 


“We not only have more time in 
which to accomplish things, and 
more leisure to enjoy the good 
things of life, but more years at our 
disposal. At the turn of this century 
the average life expectancy was 40 
years. People born this year have 
an expectancy of 67 years, and with 
the development of the miracle 
drugs, penicillin, aureomycin, cor- 
tisone, etc., experts say life expec- 
tancy in 1975 will be 80 years, with 
people commonly living to ninety- 
five and a hundred. More hours each 
day, more years each life and more 
fun all around. 


Great Life Insurance Growth 


“The past century has seen the 
life insurance business get out of its 
swaddling clothes and grow to one 
of the greatest financial giants the 
world has ever seen. I wonder what 
our forefathers would have thought 
if they could have visualized the 
assets of our life insurance industry 
going from a mere $ million in 1851 
to over $55 billion today. Insurance 
in force rose from a modest few mil- 
lions to a financial roof over the 
heads of millions of dependent 
people of over $250 billion. I won- 
der, too, if we appreciate the brave 
pioneering, the hard work, the 
amazing courage, the initiative and 
the unlimited patience which have 
gone into the creation, development 
and refinement of the life insurance 
business to its present healthy 
state.” 

Mr. Hunter took up the increas- 
ingly important role of women in 
the business life of our country. He 
said that few, if any, women were 
employed when life insurance start- 
ed in this country, but the growth 
in numbers and the increase in re- 
sponsibilities have accelerated at a 
pace and ratio far in excess of that 
tor men. “Now over 100,000 women 
are filling 200 different kinds of po- 
sitions. Over 70,000 employed in 
home offices, and 30,000 in agency 
offices. This does not include the 
3,000 women ordinary agents, 
represented-here by the cream of the 
crop, who are, to me, as keen, as 
courageous, fearless and progress- 
ive a grop as any segment of women 
employed in any major business 
category. 


Women “Pack Awful Wallop” 


“Many years ago, when running 
an agency for our company, I shied 
away from women agents. Now I 
have come to realize that on a com- 
petitive basis with men they pack 
an awful wallop, particularly in 
their sales to men prospects. In fact, 
over the years I have headed our 
company agency system, I have 


of some of our representatives we 
the agents rather than their hy 
bands, for in many cases they exy 
more enthusiasm, persistency ap 
personality in their ‘little fingey 
than their better halves do in the 
‘great big hulks.’” 

Mr. Hunter said there is o 
trend which should cause soy, 
deep concern. In the past 10 yea 
the individuals earning $3,000 , 
more annually have increas 
319%. During that same period |i 
issurance in force has _increasg 
99.5%, “proving conclusively thy 
those with the best purchas; 
power and great family respons. 
bilities are not investing as much¢ 
their income for their loved ong 
and old age as they have done ¢ 
should do. 


Must Reverse Trend 





“It is our united responsibility 
change this trend, and if we are ty 
induce our prospects to do wha 
they ought to do, increasing thei 
insurance coverage, especially with 
a greatly reduced purchasing powe 
of the dollar, and to obtain our shar 
of the stupendous $265 billion cur. 
rent national annual income, it j 
going to require dynamic, skilled 
planning to make our comprehen. 
sive services so attractive that the 
buying public will want to invest: 
much larger share of their income 
for the protection of their own.” 


Los Angeles Committee 
Chiefs Win High Praise 


High praise is being given to the 
Los Angeles association commit 
tees which arranged the convention 
preliminaries for their efficient 
work, 

The general chairman is Gerald 
W. Page, general agent Provident 
Mutual Life. 

Committee chairmen are: 

Finance—Weymouth L, Murrell, 
general agent Mutual Benefit Life. 

Entertainment — Robert A 
Brown, Jr., Pacific Mutual Life. 

Attendance—Russell L. Hoghe, 
general agent Equitable Life of 
Iowa, and George M. Scott, mana 
ger Metropolitan Life. 

Registration—J. Clayton Schae- 
fer, manager Great-West Life, and 
George M. Quigley, Jr., manager 
Manufacturers Life. 

President’s Ball — Walter J. 
Stoessel, general agent National 
Life of Vermont. 

Publicity — Robert L. Woods 
general agent Massachusetts Mu 
tual Life. 

Hospitality—W. Thomas Craig, 
general agent Aetna Life. 

Ticket Sales—John F. Hackman, 
general agent Lincoln Nationa 
Life. 

Women Guests—Frances Nowell, 
Massachusetts Mutual Life. 

Sergeant-at-arms — William 3. 
Siegmund, Connecticut Mutua 
Life. 

Women Agents—Mary La Bella 
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atives we 
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they exug 
stency ap 
do i In thes 
Fre is On 
t 10 yea The most progressive and modern producing organizations, offering the finest 
oeaal service on life insurance to be found anywhere in the country, maintain offices 
tel in the One La Salle Building, the life insurance center of Chicago. 
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ae | wih on The Penn Mutual Life Insurance Co. 
; Craig, : 
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ae Telephone: RAndolph 6-9336 
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Help on Hoover 


ed similar resolutions. 


Recommendations More Than Half Adopted 






ciation has in previous years adopt- 


Mr. Myrick said that although 







Urgently Needed 


over 50% of the commission’s rec- 
ommendations were adopted by the 


81st Congress in the form of 20 pub- 














Deploring the failure of the pres- 
ent Congress to do anything about 
the Hoover commission’s recom- 
mendation for reorganization in the 
executive branch of the govern- 
ment, Julian S. Myrick, assistant to 
the chairman of the citiezns’ com- 
mittee for the Hoover report, urged 
members of the national council to 
do everything in their power to help, 
particularly writing to their sen- 
ators and representatives of both 
parties and to President Truman, 


lic laws and 26 presidential reorgan- 
ization plans, many substantial im- 
provements and economies already 
instituted in important areas of gov- 
ernment, he regretted to report, so 
far as the first eight months of the 
82nd Congress is concerned, it has 
been characterized by a singular 
lack of legislative activity, “and we 
need positive action in connection 
with getting through the balance of 
the Hoover recommendations be- 
fore this Congress adjourns.” 


too. The unenacted 50% of the Hoover 


“It would be bad enough,” he 
said, “to see the report defeated 
openly by the forces of bureaucratic 
indifference and group selfishness 
after due hearings and debate but 
to see it down through sheer neglect 
would be nothing short of a national 
tragedy and it must be averted. 

Mr. Myrick said he had prepared 
a resolution and offered it to the 
resolutions committee. The asso- 
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commission’s recommendations 
have profound bearing on all the 
current problems of government, he 
said. The need for reorganization 
of the Department of Agriculture, 
the Post Office, and the veterans ad- 
ministration is clearly indicated by 
the commission’s findings, which 
show that these agencies are handi- 
capped by obsolete organization and 
wastful practices in their efforts to 
meet overwhelming workloads. The 


commission also sounded a clear call 
for consolidation of federal medical 
services, moderniaztion of federal 
personnel procedures, and an end to 
the wasteful competition for public 
funds between rival agencies en- 
gaged in public works projects. 


said it should be pointed out that thfinal con 
administration shares responsibility eeded | 
for adoption of the Hoover report} 
Under the reorganization act ¢ “Fully 
1949, which the Hoover commissig, burdens 
recommended, the President is ay.JAdm™m's 
thorized to submit reorganiaztigvasO" | 
plans for the realignment of agen,that the 
cies in the executive branch. Unleg}port 18 | 
either House rejects such pla,plinked to 
within 60 days, they automatically of the n 
become law. “Tsaid. “Wo 
However, Mr. Myrick noted wigfident am 
regret that President Truman ha|t? whic 
submitted only one reorganization | 
plan to the Congress during this seg bility, to 
sion, in contrast with 1949 and 195 }iuture i 
By June 30, 1949, seven presidentig squarely 
reorganiaztion plans were befor the Hoo 
Congress. At the same time hg| We ' 
year, 27 such plans had been pre both pa 


sented, and 20 had already receive; hearing: 
f the othe 
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Inflation Offset 


“These and other important rec- 
ommendations have been embodied 
in a series of 20 bills based on the 
Hoover report, which have been in- 
troduced in the Congress under 
splendid bipartisan sponsorship,” 
Mr. Myrick said. “There is thus 
available to the Congress a program 
for increasing federal efficiency and 
reducing waste which can help 
mightily to avert further inflation.” 


In fairness to the Congress, he 


Gerard S. Brown, Penn Mutual, Chicago, national committ 





| Grant Taggart, California-Western States, Cowley, Wyo.: and Harry W. Storck, superintendent of 
agencies of California-Western States. 
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INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutuval—Established 1905 


INDIANAPOLIS 7, INDIANA =% 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 
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= 
out that thfinal congressional action. 
sponsibility} eeded for War 


ce Ph “Fully recognizing the huge new 
som misgjo,fburdens which have fallen upon the 
dent ig g,fAdministration since the Korean in- 

: we feel bound to point out 
nt Of agen that the Hoover commission’s re- 
ich. Unies port is clearly and fundamentally 
uch plan linked to the successful prosecution 
tomatical},pof the national defense effort,” he 
‘laid. “We, therefore, urge the Pres- 
ident and the bureau of the budget, 
to which he has assigned the major 
portion of reorganiaztion responsi- 
bility, to act affirmatively in the near 
future by submitting plans based 
squarely on the recommendations of 
the Hoover commission. 

“We also urge the leadership cf 
both parties in Congress to hold 
hearings to get action one way or 
the other on the plans of the recom- 
mendations. It is only by strong 
political leadership that this work 
can be completed.” 

While many of the measures are 
controversial, Mr. Myrick said that 
anything so valuable as the Hoover 
report should be made teh subject of 
prompt, frank, open public and con- 
gressional discussion, debate—and 
action, pro or con. 

“The Hoover report is above and 
beyond politics,” he said. “It has 
done much to reawaken the long 
dormant interest of the free citizen 
in the management of his govern- 
ment. It is one of the most hopeful 
signs of our times.” 


Social Security 
Committee Ponders 
Renewals to Retired 


The social secudity committee, of 
which Winston Emerick, New Eng- 
land Mutual, Johnstown, Pa., is 
chairman, dealt mainly with the ef- 
fect of payment of renewal commis- 
sions to retired agents on their eli- 
gibility to receive social security re- 
tirement benefits. 

Mr. Emerick said there is con- 
fusion on this point, as the rulings 
given by the social security admin- 
istration to three companies take 
into account the company contracts 
involved, and it is very difficult to 
figure out a general rule from them. 
However, it appears that the Treas- 
ury will regard rennewal commis- 
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& |. Mr. and Mrs. Winston Emerick of Johnstown, 
g | Pa. Mr. Emerick is an agent of New England 
a‘ and a candidate for re-election as 


- trustee. 


sions as deferred compensation for 
tax purposes but if payments of re- 
newals is conditioned on performing 
some service or producing a certain 
minimum amount of business the 
payments would then be regarded 
as current income, even though the 
policy on which the renewals were 
being paid was written before 1951. 

Mr. Emerick pointed out that So- 
cial Security Commissioner Alt- 
meyer took this position in a letter 
to Senator George, chairman of the 
Senate finance committee. 


Mr. Emerick pointed out that the 
Treasury and social security admin- 
istration are not consistent with 
each other, as the Treasury wants 
to tax as much as possible and the 
social security administration wants 
to pay as much as possible. 





Hancock Managers Meeting 
In Convention City 
Anthony J. Cawley, resident su- 


perintendent of agents, weekly pre- 
mium department, John Hancock, 


has invited all of the west coast 
managers of the Hancock to meet at 
the Biltmore to participate in the 
N.A.L.U. Convention and to hold a 
company managers’ meeting. The 
area includes California, Oregon 
and Washington. 





C. C. Robinson, vice-president of 
Columbian National and Leo R. 
Porter, general agent for the com- 
pany at Salt Lake City and super- 
visor of western agencies, drove to 
Los Angeles from Salt Lake City. 













Continental American 















' establishes a new 
underwriting record... 


through cooperative effort 











| 4 OY, of Policies mailed to Field Force 


the same day or following day 
Applications received in Home Office. 


6- Ys by fourth calendar day. j 






During last year Continental American’s Under- 






writing Department, with the close cooperation of 







the Field Force, accomplished this exceptional record 






of underwriting and policy issue. 


Ik wa beibule to those who directly made it possible . . . 


The Underwriting Department Staff, who have 
dedicated themselves to the task of providing the 









fastest possible service on policy issues, commen- 






surate with sound underwriting practices. 






The Members of the Field Force, who have 
worked closely with understanding cooperation with 
the Underwriting Department by selecting quality 
risks and by anticipating and providing essential 
underwriting information. 














Simplified underwriting procedures, including 
extended non-medical limits, are now still 
further improving this outstanding record. 











CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
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THE MACCABEES THE MACCABEES 
Metropolitan Agency Brooklyn Agency 
a 
a 
Specialists in underbidding s 


Specialists in Underwriting competition 


and tax plans ANTHONY P. MUSALO 


60 EAST 42nd ST. NEW YORK CITY General Agent 


MU 2-1630 189 Montague St., Brooklyn TR 5-0611 9-15 CLI 

















SAMUEL D. ROSAN AGENCY 








awe] ae INC . HOEY AND ELLISON LIFE on | 
aes: Wein, ee: Rie AGENCY INC. 
7, Poe - f *e fi % 
ie Wig ; “DB S. D. Rosan, Pres. WALTER W. CANNER. Presid 
— Sins ; oes: H. J. Rosan, V. Pres. ; rr 
ach ms Ye, LI 
Ta ; so oe ‘ : a EQUITABLE LIFE INSURANCE CO. 
— CONTINENTAL OF IOWA 
A. J. JOHANNSEN and ASSOCIATES ASSURANCE COMPANY New 
INSURANCE COMPANY 76 WILLIAM ST. NEW YORK 5, N. Y. 129 Chasch Sc, New Meves 8-4114 


74 Trinity Place, New York WHitehall 35-7680 


















































WHELEER H. KING, C.L.U. JOHN H. EVANS THE JULIUS M. EISENDRATH B 
General Agent AGENCY 
Manager 
and . 
Associates a 
a 
e THE GUARDIAN 
NEW ENGLAND MUTUAL LIFE HOME LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY SECURI 
INSURANCE COMPANY 110 WILLIAM ST., NEW YORK 7, N. Y. S008: Mapine ‘Senter Raliting — 
New York 1 
500—Ssth AVE. REctor 4-9480 ilicnmeiae 
NEW YORK 18, N. Y. _ LOngacre 4-7400 BURTC 
LS 
ee 
L. |. LESTER RUSSELL E. LARKIN L/ 
General Agent Manager 
7 ROBER 
Ba 
MUTUAL TRUST THE MUTUAL BENEFIT 
LIFE INSURANCE CO. CONNECTICUT GENERAL LIFE LIFE INSURANCE COMPANY 
COrtlandt 7-6030 INSURANCE CO. OF HARTFORD ARTHUR V YOUNGMAN . 
45 JOHN STREET NEW YORK CITY 225 BROADWAY, N. Y. 7, N. Y. saab mar 527—5 
MITCHELL GOODSTEIN, Manager Brokerage Dept. REctor 2-6633 136 BROADWAY, NEW YORK CITY 
REctor 2-8666 
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THE MACCABEES THE MACCABEES 
Hemert Aquies Farrell Agency 
a 
a 
y Specialists in T Co gum : 
‘ Pe — d ae Specialists in Programming 
and Estate Plans 
A. A. STEINITZ 
General Agent WILLIAM T. FARRELL 
5-0611 9-15 CLINTON ST. - NEWARK - Mitchell 2-5257 18 ASYLUM ST. - HARTFORD - HArtford 6-6621 
FE {WG RALPH ENGELSMAN DOWNTOWN AGENCY 
THE an AGENCY 
General: Agent 
THE PRUDENTIAL INSURANCE 
t BERKSHIRE . COMPANY OF AMERICA 
LIFE INSURANCE COMPANY 
E CO. sig Aiea: tii PENN MUTUAL Home Office—Newark, N. J. 
Jersey City 6, N. J. LIFE INSURANCE COMPANY EUBANK & HENDERSON, Managers 
’ 0 Newark Jersey City 
as MArket 2-2241 JOurnal Sq. 4-1724 11 WEST 42nd STREET NEW YORK 18, N. Y. 40th Floor—40 Wall Street, New York 5 
8-4114 New York LAckawana 4-5000 : Digby 4-0040 
REctor 2-4540 
ATH BOOKSTAVER AGENCY Ask Peyser about it.” LOUIS REICHERT 
PERCY A. PEYSER, General Agent General Agent, Life Dept. 
Sg 
a 
TRAVELERS INSURANCE COMPANY 
ry SECURITY MUTUAL LIFE INSURANCE THE MANHATTAN LIFE 
500—Sth AVE NEW YORK 17, N. Y¥ belies on alii 
t ' ,N. Y. u 
CHickering 8-8330 140 West 57th Street Tel. RE 2-7282 
BURTON J. BOOKSTAVER, General Agent ay ee ee a FRANK S. GROH, Manager 
— ee 
LAMBERT M. HUPPELER a a oe Loads of Success to N,A.L.U. in 1951 
AGENCY HAROLD N. SLOANE, C.L.U. GEN. AGT. 
ROBERT L. G. WHITE, Brokerage Manager - 
Y ’ Gruber Lynch & Sloane 
. NEW ENGLAND MUTUAL SECURITY MUTUAL LIFE CONTINENTAL ASSURANCE 
527—sth AVENUE, NEW YORK 7, N. Y. INSURANCE COMPANY 111 JOHN ST. NEW YORK 38, N. Y. 
Y MUrray Hill 7-0800 15 EAST 40th STREET NEW YORK 16, N. Y. BEekman 3-4545 
ORegon 9-3533 
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to all of you attending the sixty- 


second annual meeting of the 





Life Underwriters Association. 
And especially do we extend 
greetings to those members of 
our own Bankers Life of 
Nebraska organization from 


across the nation who are at- 





R. A. Ebbage™ 


tending this Los Angeles Con- 
Sacramento 


J. A. Bertrand as 
San Francisco a 


a 


caroen | 





vention. 












*General Agents 

West Coast Division 
Bankers Life Insurance 
Company of Nebraska 


> ‘ 
Lt. W. Hummel 
les Angeles 





Atle, 


Leroy Lincoln's Address 


(CONTINUED FROM PAGE 12) 


The way in which the life insur- 
insurance. Metropolitan’s experi- 
ence shows that some of the very 
best records among its far-flung dis- 
trict staffs have been obtained in 
communities where in one sense 
they can almost be classified as 
“company towns” and where group 
insurance is in almost every home. 
Metropolitan managers in those lo- 
cations find no complaint from their 
staffs because group life insurance 
is in effect in so many families,” 
said Mr. Lincoln. “They know from 
experience that it plays a part in the 
production of other new business. 

“I believe we can think of group 
insurance as an integral part of the 
social and industrial fabric of this 
country and I cannot believe, when 
it is properly understood and func- 
tions within those limitations which 
I have mentioned, it is anything but 
helpful over the years to all life un- 
derwriters in America,” he declared. 


Mr. Lincoln said that 25 years agy 
there were something over a dozey 
companies actively engaged in the 
group field. Today, according to the 
Institute of Life Insurance, ther 
are almost 250 companies so ep. 
gaged. Twenty-five years ago group 
life insurance and group weekly ip. 
demnity insurance just about told 
the story. Today the facilities of the 
life companies are enlisted to help 
employers to obtain not only group 
life and weekly indemnity but als 
hospital, surgical and other benefit 
for the individual employe and his 
dependents, and to an increasing ex. 
tent, to insure the payment of pen. 
sion benefits in old age. 


Special Skills 


“The group insurance business js 
peculiar unto itself and calls for cer- 
tain highly specialized skills cover. 
ing a wide range of employe benefit 




















We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ‘Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 


WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 

LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 
Second Floor — Boston Building 
DENVER, COLORADO 


Vv. L. TICKNER, President 
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Let’s get together! 


WE NEED tcepresentatives seeking per- 


manent careers in life underwriting ... 


YOU NEED a company that is young 


enough to have fresh ideas, yet old enough 


to be thoroughly established . . . 


WE NEED representatives whose ability 


and effort will command maximum divi- 
dends... 


YOU NEED a company whose co-oper- 


ation is second to none... 


WE NEED YOU 
YOU NEED US... 
let’s get together! 


THE FARMERS & BANKERS 


Life Insurance Company 
WICHITA, KANSAS 


Policies That Protect Since 1910 
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coverages for which the average 
agent may not have equipped him- 
self completely,” said Mr. Lincoln. 
“Certainly the reverse is likely to be 
true, namely that the great majority 
of group insurance specialists are 
not equipped to advise individuals 
inthe matter of programming their 
estates and on the technical points 
involving wills, trusts and taxes. Of 
course, the general life insurance 
salesman can and does play an im- 
portant part in that phase of the de- 
velopment of a group case which 
may be known as a ‘special contact’ 
put the highly technical develop- 
ments in the later phases, and par- 
ticularly in the larger situations, 
necessarily must be handled by spe- 
cialists who make a life-time career 
of advising employers on group in- 
surance and pensions. This relative- 
ly small group of technicians are as 
genuinely consultants to industry as 
you ladies and gentlemen are con- 
sultants to the individuals compris- 
ing the American public.” 

Mr. Lincoln took occasion to de- 
flate some of the concern that has 
been expressed over the “blue col- 


lar’ market. 
“I managed to learn,” he said, 
“that this term had suddenly been 


advanced by some people in the 
business to define a new field in the 
line of selling. As I understand it, 
someone has discovered that so- 
called working people whose in- 
comes were lower a few years ago 
have, through the march Of time, 
come to have incomes which seem 
to entitle them to the special atten- 
tion of ordinary underwriters. One 
would think from some of the dis- 
cussions in the press that this par- 
ticular class which is entitled ‘blue 
collar’ has heretofore been over- 
looked and should now have atten- 
tion on the part of the whole life 
insurance fraternity as against the 
possibility of some type of public 
insurance. 


Some Not in Field 


“T can cite a number of companies 
whose excellent sales organizations 
have not been developed along lines 
which would enable them quite so 
easily to enter the so-called ‘blue 
collar’ field. Such companies and 
their field forces can quite likely be 
re-oriented for this purpose but, in 
the meantime, we need have no mis- 
giving as to the efforts which have 
been made by other companies to 
cover this class—if it be a class—of 


Mr. and Mrs. Ed Baker (second and third from left) of Louisville, where Mr. Baker is manager 
for John Hancock, and Mr. and Mrs. Dixon Ahl (right) of High Point, N. C., drove to Los 
Angeles early to visit their friend, Mrs. P. C. Brennick, (left). 


life insurance. This is true, even 
though these particular prospects 
had not earlier attained incomes 
thought to be high enough to war- 
rant the special effort of some strict- 
ly ordinary underwriters.” 

The whole population, whether 
“blue collar,” or ‘white collar,” or 
“no collar at all,” is interested in 


security, Mr. Lincoln emphasized. 
The atmosphere of the last several 
years has been conducive to still 
greater interest in security, not only 
for the individual himself but for 
members of his family and others 
who should also be protected. Life | 
insurance was devised and has been | 

(CONTINUED ON PAGE 42) 





$100 Million 


OPPORTUNITIES 





NEW EXPANSION PRO- 
GRAM CALLS FOR INTENSI- 
FIED DEVELOPMENT 
THROUGH REGIONAL 
HOME OFFICE PLAN OF 
MANAGEMENT. 



























OVER 
400° increase 
IN 
premium income 
IN 
PAST NINE YEARS 


















Sioux Falls 


Another Step Forward... 


NATIONAL RESERVE LIFE 


FOUNDATION 


Adopts New Expansion Program and Regional Home Office 


LAID FOR A FUTURE 


QS Shows present operating territory. 





Shows territory to be opened as business expands. 


$500 Million Company 


The following map shows the territory served by The National Reserve Life Ins. Co. and Policyholder’s National Life Ins. Co., formerly affiliated companies, now being consolidated, and some of the Agencies already established. 





“Operating in one of the greatest new wealth producing areas in the United States—Where the spirit of the 
pioneer still prevails—We forge on to a greater future that lies ahead for those who do not sell America short.” 





UNUSUALLY ATTRACTIVE AGENCY OPPORTUNITIES NOW OPEN 


Write Agency Department NOW 


Plan of Management 


OPPORTUNITIES 





SUCCESS BEGETS SUCCESS 
MAN POWER ATTRACTED 
BY REASON OF OUTSTAND- 
ING RECORD OF GROWTH 
AND ACCOMPLISHMENT. 






















OVER 
300% increase 
IN 
Insurance in force 
IN 
PAST NINE YEARS 
















Topeka 
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Opportunity Open 
to New Manpower 
in Fraternal Field 


The fraternal field offers many 
career opportunities to alert young 
men, according to George Shelley, 
eastern divisional manager of the 
Maccabees, who says fraternal in- 
surers have been taking on new 
blood and need more men to assist 
in their potential resurgence. 

Mr. Shelley became manager of 
the Maccabees’ four-state territory 
of New York, New Jersey, Connec- 
ticut and Rhode Island 12 years ago 
at the age of 25. Six years ago, he 
was elected a director of the society 
which has assets of about $100 mil- 
lion and in-force of more than $300 
million. Ranking among the top 
20% in size, the society shows de- 
creases in mortality and average 
age and an increase in the size of its 
average policy. 

Mr. Shelley has an agency of his 
own in New York City in addition 
to supervising agencies in Brook- 
lyn, Newark, Hartford and Provi- 
dence. His own agency writes more 
than $6 million a year and on occa- 
sion has placed more than $1 mil- 
lion a month. 


Partnership Disability Income 


On the sales side, Mr. Shelley is 
impressed with several features of 
his society’s contracts, one of which 
is disability income used in selling 
partnership coverage. At no addi- 


tional cost, this feature enables a 
disabled partner to surrender all or 
part of his business interest and, if 
disabled, to quit his business for a 
few years or for life.. In some in- 
stances it has given a policy holder 
a chance to recuperate from illness 
without serious financial loss and 
eventually to return, completely 
recovered, to business life. Mean- 
while, there has been no strain on 
the finances of the other members 
of the partnership. The contract 
permits the insured, before age 55 
and up to a maximum face amount 
of $25,000, to surrender his policy 
for one-half the face amount in the 
event of total disability or, if the 
insured loses a hand, foot or eye, a 
payment of 20% of the face value 
will be made with no reduction in 
any contractual benefit. 

Another popular contract offered 
by the Maccabees is the $250 
monthly disability policy which in- 
cludes waiver of premium. Other 
factors which have contributed to 
the growth of the society are its ad- 
vantageous premium rates and the 
minimum guarantee of 3% options. 
Experience has shown that, taken 
altogether, these provide a competi- 
tive package which is apt to satisfy 
the most exacting and analyzing 
client. Mr. Shelley, who, as part of 
his education, acquired specialized 
knowledge in the field of medicine, 
is equally proud of the Maccabees’ 
underwriting department which, in 
evaluating its risks, takes into ac- 
count the most up-to-date findings 
that modern research can supply. 

The New York City agency has 








| H 

































































[TTT 
+ 






























































27 oF 


why are 


SALES 











General Agent. 





A training p 


Illinois. 


CENTRAL 


DES 








Quality COMPANY 


See Best’s Reports. 


2 Quality COMPENSATION 


New concept of the fieldman’s value with properly 
adjusted compensation for both underwriter and 


sions offering top earnings. 


3 Quality TRAINING 


niques for reaching and selling today’s life insurance 
market. This program has developed many successful 
underwriters and General Agents. 


Quality TERRITORY 


Excellent opportunities in Michigan, Ohio, Indiana and 


LIFE 








Ie ahead? 


Contract contains many new provi- 


am featuring field tested sales tech- 











COMPANY 


1951 


ASSURANCE 


MOINES, IOWA 


forward step. Only a few years < 
it was adopted by the N.A.L.U.¢ 
vention at Kansas City in 1925, Z 
it is still the pattern for the life 
salesman. 

Furthermore Mr. Bent today j 
still giving his clients service basej 
on that code. 


23 full-time agents on its staff. They 
have contributed to its steady 
growth and have benefited by the 
use of modern merchandising meth- 
ods, such as L.U.T.C. and C.L.U. 
training and so forth. In the area, 
Maccabee representatives have 
memberships in the agents’, super- 





Ist Day 


STATE 








Roy Ray Roberts, former N.A. 
L.U. trustee, for many years gener 
agent of State Mutual at Los J 
geles and now retired, has receiy 
national recognition for the crusa 
that he carried on for many ye; 
for better education of the publi 
regard to life insurance. 


visors’ and life managers’ associ- 
ations. 





Two Notable Advance Steps 
Launched in Los Angeles 


Two movements of wide import 
to life insurance nation-wide had 
their inception in the Los Angeles 
association. 

Charles E. Bent, Travelers, presi- 
dent of the association in the mid 
20’s, aware of bad practices in the 
industry, felt that the life under- 
writer should have a basic guide un- 
der which he might provide his 
client services on as high a plane as 
the physician, the cleric, and other 
professional men. 

With that thought in mind he 
wrote a code of ethics which was 
adopted by the Los Angeles associ- 
ation and was regarded as a notable 





Winston Emerick, New Engla 
Mutual, Johnstown, Pa., who is 
candidate to succeed himself 
trustee, might as well change hi 
name to Winston P. Emerick, for he 
is fighting a losing battle againg 
those who insist on endowing hin 
with a middle initial. Even the of 
ficial brochure giving the nominat 
ing committee’s candidates lists 
him as “Winston P. Emerick’ 
Doubtless the added initial is due to 
Mr. Emerick’s nickname, which js 
“Pat.” 









American United’s Agency Department has 
been successful because it has learned to 
practice the famous hat trick. When it 
comes to preparing new sales tools, fitting 
policies to demand, helping out with field 
problems . . . all the boys use the hat trick. 


The famous hat trick, as you probably 
know, consists of rising from your swivel 
chair, reaching for your hat, and GoINc 
INTO THE FIELD where the sales are made. 


A good trick, that one. It keeps home 
office thinking in close tune with trends all 
over the country; it keeps American 


ideas and solutions to problems originate 
with them; in fact, the hat trick seems to 
pay off all the way around in a harmony 
of understanding that creates sales records 


! 
| 
| 
| 
United representatives happy, because sales 
| 
| 
| 
\ in a relaxed atmosphere. 








AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
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years ladSTATE LEGISLATION REVIEWED stances, been defeated. In Florida, members. 
LLU, con, however, a number of municipali- It is stated life insured savings 
1 1925, ani e ties were given the power of tax plans of the L.I.S.A.-type seem, like 
or the li Results on Group Definition, SBLI Favorable occupations and business. To what old soldiers, just to be fading away. 
extent this municipal taxing power ; 
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t today;| NO New States Passed Model License Bill tay, affect lie salgmts.remmanne.to.be \Pemumitten Recommendations 
Vice base : , aa The committee recommends : 

An extended summary of legis- present $3,000 maximum to be is- “Green River Ordinances 1. That N.A.L.U. reaffirm its sup- 
mer N.Adative developments affecting life sued bya single bank. In Massachu- port of the model agents’ qualifica- 
- gene insurance in the setts, the permissible maximum The committee feels that the so-__ tion and license bill and the N.A.LC. 
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year is given in 
the report of the 
committee on 
state law and 
legislation, of 
which Robert R. 
Reno, Jr., Equi- 
table Society, 
Chicago, is chair- 
man. 

It states that a general review 
brings to light only one really dis- 
appointing fact, that the N.A.L.U. 
model agents’ qualification and li- 
cense bill was not passed in a single 
new state. In fact, Connecticut and 
Tennessee were the only states in 
which ANY sort of legislation deal- 
ing with this subject was passed. 
The Connecticut bill only gives ex- 
press statutory blessing to the com- 
missioner’s existing practice of re- 
quiring written examinations of new 
applicants, and the Tennessee bill, 
as finally enacted, contains basic 
deviations from the N.A.L.U. model 
to which the Tennessee life under- 
writers were forced to agree in order 
to win passage of the bill at all. 


Robert R. Reno, Jr. 


Group Life Definition 


On the bright side of the legis- 
lative picture, it is noted that while 
the N.A.I.C. 1948 group life defi- 
nition was introduced in only five 
states, it was passed in substance 
in four, Kansas, Ohio, Oklahoma 
and West Virginia. With the pass- 
age of this legislation in these 
states, the principles of the N.A.I.C. 
definition are now contained in the 
laws of 15 jurisdictions, the others 
being Arkansas, District of Colum- 
bia, Florida, Hawaii, Illinois, Ken- 
tucky, Maine, Nebraska, New Jer- 
sey, Pennsylvania and Wisconsin. 
Itis also considered heartening that 
in other states proposals that would 
have unwisely liberalized group life 
coverage were, for the most part, 
Tejected. 


Cash Sickness Legislation 


Compulsory cash sickness legis- 
lation was introduced in 14 states, 
Arizona, Connecticut, Florida, Illi- 
nois, Indiana, Maryland, Massa- 
chusetts, Minnesota, Nevada, New 
lampshire, New Mexico, Ohio, 
West Virginia and Wisconsin. So 
lar as this committee has been able 
to ascertain, these bills were defeat- 
ed in most cases and consideration 
Was deferred until a later session of 
the legislature in all other cases. 

Savings bank life insurance bills 
Were again defeated in Maine, Penn- 
sylvania and Rhode Island. Also de- 
cated was an attempt in Connecti- 





rut to increase the permissible max- 
mum amount of C.B.L.I., although 


XUM 


issuable by a single bank on one life 
was increased from $1,000 to $5,000, 
but the existing limit on the AG- 
GREGATE amount of S.B.L.I. is- 
suable on one life was retained. 


Local Tax Bills Defeated 


Latest reports received by the 
chairman of the committee indi- 
cates that bills introduced in a num- 
ber of states which had or might 
have had the effect of permitting 
municipalities to license and/or tax 
life agents have, in almost all in- 


ever-growing number of communi- 
ties, may be of more possible con- 
cern to the N.A.L.U. membetship 
than these taxing and/or licensing 
ordinances. These ordinances pro- 
hibit door-to-door canvassing or so- 
liciting on residential premises ex- 
cept at the request or with the con- 
sent of the occupants of such prem- 
ises. While the typical “Green 
River” ordinance is not believed to 
be intended to apply to life agents, 
ordinances of this type will bear 
close watching by all N.A.L.U. 


have not as yet enacted these two 
bills into law be urged to work for 
the passage thereof at the earliest 
opportunity. 

2. That N.A.L.U. reaffirm its op- 
position to all forms of state com- 
pulsory cash sickness compensation 
laws and its stated preference for 
the “all-private” type of system if, 
but only if, statutory provision for 
some sort of compulsory cash sick- 
ness compensation system appears 
to be inevitable, and that all state 
and local associations be urged to 
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We ated emen 


WHO USED IT 


Here’s what Prudential men are saying about this highly effec- 
tive sales tool for business insurance cases. 


“We have written at least $35,000 of business insur- 
ance every single week since we received the Owner- 


ship Control Plan.” 


R. W. DePau, Miami, Florida 


“The reaction of my prospects was very favorable. | 
placed $10,000 on each of the two partners, with a 
good possibility that I'll add another $15,000 each 


before long.” 


C. J. Heldman, Cincinnati, Ohio 


“I closed a $60,000 Business Insurance case this 
week—on 4 members of a Close Corporation... 
used the new Ownership Control Plan.” 

I. M. Ezor, Passaic, New Jersey 


It’s a new, complete, easy to use, professional looking approach 
to business insurance. Already it’s paving the way to higher in- 
comes for many insurance men. For details write to The Pru- 


dential, Newark, New Jersey. 





The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Home Office: 
Newark, N. J. 


Western Home Office: 
Los Angeles, Calif. 


Canadian Head Office: 
Toronto, Ont. 
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What 
is 
Insurance? 


Webster says insurance is: 

**a contract whereby one party 
undertakes to guarantee 
another against loss by a 


contingent event.” 


There are many contingencies 
one can insure against—such as 
death, accident, illness, 

and loss of property. 


This bank has always 
recommended a well-rounded 
insurance program, not only 
for protection, but also (in the 
case of life insurance) because 
it provides an incentive 

for saving systematically, and 
helps to build a firm foundation 
for a financial future. 


Note: This bank does 
not sell insurance. 


Wells 
Fargo 
Bank 


& Union Trust Co. 


SAN FRANCISCO 20 


Market at Montgomery 
Market at Grant Ave. 


Established 1852 


Member Federal Deposit 
Insurance Corporation 





support the foregoing policy in their 
respective states ; 


Continue S.B.L.I. Opposition 


3. That N.A.L.U. reaffirm its op- 
position to savings bank life insur- 
ance and that N.A.L.U. headquar- 
ters consider possible ways and 
means of making further studies of 
this subject with the view of gath- 
ering and making available to inter- 
ested state and local associations 
up-to-date information for use in 
their continuing efforts to combat 
this type of life insurance. 

4, That all members of state and 
local associations, and especially the 
officers thereof, be alerted to advise 
N.A.L.U. headquarters and their 
respective home offices of the pass- 
age or proposed passage of “Green 
River” or similar ordinances and, 
particularly, of any attempts to ap- 
ply such ordinances to life insurance 
agents; and 

5. That all state associations 
which have not yet done so be urged 
to adopt and maintain at all times 
complete, up-to-date files on all 
members of their respetcive state 
legislatures, which should contain, 
among other things, the name of at 
least one “grass-roots” contact for 
each legislator, such contact to be, 
if possible, a life insurance agent 
and, of course, personally known to 
and friendly with the legislator. 


Nashem Agency Sales 
At 186 Million Pace 


Lee Nashem, general agent of 
Mutual Benefit Life in New York 
City, expects that 
his agency will 
write about $6 
million of new 
business in 1951, 
which will quad- 
ruple the produc- 
tion of 1947 when 














he took over the 
agency. 

That year the 
production of 
men left in the 
agency, plus 





Lee Nashem 


| brokerage, was approximately $1,- 


400,000. Mr. Nashem began to in- 
crease the manpower of the agency 
in 1948, his first year in charge, and 
expanded sales volume to $2,832,000 
in 1948, $3,228,000 in 1949, and $4,- 
376,000 in 1950. For the first eight 
months in 1951 more than $4 million 
of new business has been written. 

This yearly increase in produc- 
tion matches a record of similar 
growth of the Acacia Mutual agency 
in Chicago which Mr. Nashem took 
over early in 1943. That year the 
agency wrote $1,963,000 and in 1947, 
his last year there, the agency pro- 
duced $7,518,000. 

The agency now has 23 full-time 
producers. Mr. Nashem gives a 
great deal of credit for the progress 
of the agency to his assistants, Wil- 
liam W. Beers, production manager, 
and Emanuel Winston, director of 
initial training. Berthold J. Saruya 
is brokerage manager. 





Mr. Nashem started in life insur- 
ance 20 years ago as an agent of 
Metropolitan Life at Seattle. In his 
first year he was 13th in the U. S. in 
ordinary production and first on the 
Pacific Coast in all departments. He 
was promoted to assistant manager 
and then later placed in charge of 
five assistant managers and 48 
agents. In 1937 he joined Acacia 
Mutual as manager at Seattle. He 
subsequently was promoted to home 
office supervisor, and assistant field 
vice-president, until he assumed 
management of the Chicago branch 
of Acacia Mutual in 1943. 


Plans Offered for 
More and Broadened 
Pension Conferences 


The committee on research and 
industry development, with Henry 
S. Stout, John 
Hancock, Day- 
ton, as chairman, 
reported that asa 
result of the suc- 
cessful pension 
conferences 
sponsored by N. 
A.L.U. last fall in 
Chicago, Cleve- 
land, Detroit and 
Pittsburgh, sev- 
eral associations 
have expressed a 
desire to sponsor similar confer- 
ences in their localities this year. It 
says that the National Association, 
with its limited facilities and per- 
sonnel, is not in a position to spon- 
sor and conduct such conferences all 
over the country. 


Henry S. Stout 


The committee has, therefor While | 
carefully reviewed the experiendsct fall ¢ 
of the four conferences staged Marious a: 
N.A.L.U. and compiled a detaild js recor 
outline for tha guidance of associdnces stag 
tions which are interested in settighhe future 
up similar pension-business insyfomplete 
ance conferences for business aghysiness : 
industrial leaders in their communfgre, prop 
ties. This outline has been offerdhysiness — 
to all local associations havighysts, et¢ 
membership of more than 100, Abram. 
ready several associations have pbythe fact 
quested copies of this outline a 
are in the process of planning mf abor, is 
include a conference of this typeifhe A. F. 
their schedule of meetings for 
coming year. 


Outline for Conferences 






















Job for Larger Groups 


The committee believes that on! 
the larger associations should y 
dertake the task of staging the 
conferences but as a matter of as 
ciation courtesy it recommends th 
they invite nearby smaller assogj 
tions to act as co-sponsors, 

It cautions associations conten 
plating such a conference that the 
is a great amount of work involy 
in the planning and staging of 
pension-business insurance conte 
ence. 

“While we believe that the pre 
tige and good-will that redoundst 
associations from this service 
business and industrial leaders j 
their community, as well as the pg 
tential business which may develop 
for individual life underwriten 
more than warrant the effort it 
volved, we wish to stress the impo 4: 
tance of conscientious planning any 
follow through to ensure the committee 
plete public relations impact of tt The kits 
conference.” developed 


roved ve: 














Home-Guard Fits BOTH 


Both to you and to your cus- 
tomers, Home-Guard Insurance 
brings important advantages. 

From your viewpoint, there’s a 
big advantage in mortgage loan 
insurance that is optional with 
each customer. From the custo- 
mer’s standpoint it makes real 
sense to cover the mortgage loan 
with life insurance at such reas- 








onable cost. 
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It is entirely logical that Old 
Republic should be the company 
to develop this improved Mort- 
gage Loan policy. Through the 
past twenty years, Old Republic 
has become the largest company 
specializing in life insurance on 
Consumer Credit, serving ovef 
2,000 financial institutions. 


OLD REPUBLIC ag0; and | 


CREDIT LIFE INSURANCE COMPANY Binued der 
James H. Jarrell, Pres. CHICAGO, ILLI il: 


XUM 
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2S ould Broaden Scope 





, therefor While the conference sponsored 
€Xperiendyst fall confined themselves to the 
3 staged bhurious aspects of the pension field, 
1 a detaild js recommended that the confer- 
> Of assotibaces staged by local associations in 
>d in settinbhe future be broadened to cover the 
IN€SS insyfomplete service of life insurance to 
USINeSs ambysiness and industry. It is, there- 
T COmmunfore, proposed that such subjects as 
een Offerysiness insurance, profit - sharing 
MS havinbysts, etc., be included in the pro- 
an 100. Abram. The latter is included in spite 
ns have nbfthe fact that William Green, pres- 
outline ambient of the American Federation of 
Slanning (Labor, is on record as stating that 
this typeibhe A. F. of L. favors “that type of 
ngs for thketirement plant whereby the em- 

ploye is guaranteed a pension under 

b fixed formula rather than the de- 

erred profit-sharing typ eof pension 
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k involy 
o> A great increase in interest on the 
part of state and local associations 
n public relations programs was 
eported by Charles J. Currie, Mu- 
al Life, Atlanta, chairman for the 
ommittee on public information. 
his year the committee has set up 
anucleus network, composed of in- 
erested and active chairmen in 
early all of the 48 states ,to pro- 
ote at state and local levels the 
._' Getivities and projects developed by 
Institute of Life Insurance and the 

the cot ommittee. 

act oft ‘The kits of anti-inflation material 
developed by the institute have 
proved very popular and hundreds 
of associations are at work under 
he five-point public relations pro- 
m for local associations which 
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aniversary Celebrations 


fas distributed at the leadership 
yraining conference during the sum- 
mer. 
| 
| Especial mention is given to the 
worum conducted by the Chicago 
women’s group with five business 
pnd professional women’s groups; 
he dinner given by the IIlinois as- 
poiation to legislators and other 
tate leaders ; forums oni social and 
Onomic topics at Chicago, New 
ork and Boston, the 50th anni- 
Wetsary celebration at Portland, 
Ure., Life Insurance Week observ- 
F2CEs in several cities and the pledge 
bf the Northern Michigan associa 
lon to raise the initial $1,000,000 for 
he building program of Northwest- 
tm Michigan College. 
eference is made to the kit of 
aterial that is available for ad- 
ltesses before women’s organiza- 
lons; the support being given to 
he Family Security Educational 
ogram,” which is under the direc- 
lon of Dr. Herold C. Hunt, general 
uperintendent of schools of Chi- 
480; and the widespread and con- 
Fnued demand for life insurance 
ailable for showing before 

























high schools and community groups. 

An interesting development that 
is rapidly gaining popularity are the 
films for television showings. Tele- 
vision stations all over the country 
are anxiously seeking the films to in- 

clude in their station sustained pro- 
grams. Local associations have been 
very helpful in developing this 
phase of promotion and, on occa- 
sions, have sponsored the showing 
of the films over their local tele- 
vision stations. Becoming increas- 
ingly popular is the new series of 
film strips now being offered by the 
institute to high school teachers to 
help them graphically portray the 
story of life insurance in their high 
school classes. 

The Illinois association has pro- 
duced an interesting series of slide 
films planned to be used in a similar 
manner. 

Another activity that has met 
with the enthusiastic response of 
local associations during the year 
has been the sponsoring of window 
displays and booths at state and 
county fairs and other large com- 
munity gatherings. N.A.L.U. has 
available through the cooperation 
of the institute three large window 
displays and two other displays that 
have been prepared by national 
headquarters for use on these oc- 
casions. These displays have been 
in constant use during the year and 
have been shown in nearly 100 
towns and cities. 

A marked increase in the number 
of associations that have sponsored 
advertising in their local papers also 
is reported. 


Membership Falls 
In Face of War 
Manpower Needs 


Columbus, Ga., captured the 
Charles Edward Trophy for mem- 
bership gains 
among local as- 
sociations and 
New York wins 
the Philadelphia 
Award for state 
associations, it 
was announced in 
the report of the 
membership 
committee head- 
ed by Robert L. 
Walker, Penin- 
sular Life, Or- 
lando, Fla. The formal awards will 
be made on the closing day of the 
convention. 

Other local associations in the 
first 10, but all far behind Columbus, 
were Waycross, Ga.; Houston; 
Montgomery, Ala. ; New York City ; 
Richmond, Ind.; Boston; Austin, 
Tex.; Monmouth, N. J., and High 
Point, N. C. The state competition 
was much closer, the other leaders 
in order being Massachusetts, In- 
diana, Texas, North Carolina, Ohio, 
Nevada, Colorado, Utah and Ne- 
braska. The awards in each case are 
made under a formula allowing one- 
half credit for numerical gain and 





Robert L. Walker 









half for percentage increase. 
Grand Total Slightly Behind 


The report showed that as of June 
30 the total membership of N.A. 
L.U. was 51,145, or 111 behind the 
same date last year. However, re- 
vised figures presented at the na- 
tional council meeting bringing the 
totals up to that time made a much 
more favorable showing. Many 
state and local associations showed 
excellent results for the year, with 
24 state and 296 local associations 
equaling or exceeding their total for 
the previous year. Two state and 
24 local associations exceeded their 
all-time high mark. 

The report of Secretary Fluegel- 
man showed 575 local associations 
at the close of the fiscal year, com- 
pared with 573 a year earlier, and 
one additional petition was present- 
ed for final approval. 


Problem of Bay Cities 


The membership committee takes 
up at some length the problem of 
the larger cities of 300,000 and up, 
which nearly always have a smaller 
percentage of actual to potential 
membership, in some cases as low 
as 20 to 30%, and urges that the 
leadership in all the larger cities 
vigorously attack this fundamental 
problem. It points out that Pitts- 
burgh, with 671,000 population, has 
1,246 members and Boston, with 
770,000 population, has 1,308, and 
suggests that some of the methods 
and activities used in those cities 
might possibly produce comparable 
results in other major cities. 


Weekly Premium Agents 


Another major problem reviewed 
is that of enrolling weekly premium 
agents. “Without the substantial 
participation of both ordinary and 
weekly premium agents proportion- 
ate to available potential in the work 
of any local association, that asso- 
ciation is to some extent a failure,” 
the report says. “Neither ordinary 
nor weekly premium may complete- 
ly dominate either in leadership or 
type of programs, without some 
damage to the best interests of both. 

“In support of that contention we 
cite the fact that our bosses, the in- 
surance buying public, make no dis- 
tinction between the various classes 
of agents. The public expects the 
same quality of advice and service 
from every licensed agent, whatever 
his classification. Personal prestige 
of an individual agent may distort 
that statement with respect to his 
individual clients, but the statement 
is generally true. 

“Weekly premium agents, with 
their weekly calls in millions of 
American homes, have done and are 
doing a great deal to educate the 
rank and file of the American people 
on life insurance as a dependable 
institution. The 25¢ weekly prem- 
ium on the youth of today may es- 
tablish confidence in life insurance 
that will result in a hundred thou- 
sand case on a business executive in 
later life. 

“In matters of education, of 
ethics, of professional attitude, and 
in_ Association development, the 





best interests of ordinary and week- 
ly premium agents are one and in- 
separable. Praise or blame to any 
individual automatically reflects 
credit or discredit in'some degree to 
every man in the business. 

“So when an out-of-balance sit- 
uation exists in any local associa- 
tion, we think it an opportunity and 
challenge to the dominant group to 
make every possible effort to bridge 
the gap, and to establish full coop- 
eration between all segments of the 
business in building a stronger 


N.A.L.U.” 
Why They Don’t Affiliate 


Among the reasons suggested 
why many monthly premium men 
have not affiliated are: 

1. They have not been given 
enough understanding of the ac- 
complishments and objectives of 
N.A.L.U. 

2. They have not been “invited to 
join” with adequate reasons. 

3. Monthly programs have not 
been balanced to include subject 
matter and handling that appeals to 
them. They join, attend a few meet- 
ings, find nothing to help them earn 
an extra dollar, and drop out. 

4. Monthly programs are held ata 
time or place that makes it impos- 
sible to fit into their work schedule. 





L. A. Pioneer Still Active 


Charles E. Carver, the only living 
charter member of Los Angeles 
Assn. of Life Underwriters, who is 
still one of its active members, was 
an interested attendant at the 
N.A.L.U. convention seminar. 

Present at the organization meet- 
ing Sept. 17, 1904, he has main- 
tained his membership ever since 
and is actively engaged in selling 
life insurance every day. He has 
represented Travelers at Los An- 
geles for 40 years. 

A native of Iowa, he went to Cali- 
fornia early in life and graduated 
from University of California in 


1897. 





Walter J. Stoessel, general agent 
uf National Life of Vermont, chair- 
man of the president’s ball commit- 
tee, did a good job in providing host- 
esses for that event. In order to 
make certain that the “‘visiting fire- 
men” would not be wallflowers, he 
rounded up, after some skirmish- 
ing, a bevy of glamor girls from Los 
Angeles home offices to prevent 
loneliness among the delegates. 





Max D. Hoffman, director of field 
service, as usually is the case at 
N.A.L.U. conventions, was the first 
of the association’s official family to 
arrive on the scene. He spent 10 
days previous to the official opening 
day completing all the technical and 
detailed arrangements to insure a 
smooth working series of meetings. 





Robert McKenzie of American 
Service Bureau, and Mrs. McKenzie 
attended the Convention after visit- 
ing their son, Lieut. John K. Mc- 
Kenzie of the Marine Corps who 
sailed this week from San Diego for 


Korea 
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Lincoln’s Address 


(CONTINUED FROM PAGE 37) 


calculated to furnish security and 
the mark of its success through the 
years lies in the circumstance that 
it has, in the United States alone, 
a coverage of almost $250 billion. 
“T see that Holgar Johnson, presi- 
dent of the Institute of Life Insur- 
ance, envisages a coverage of $500 
billion in a few years,” said Mr. Lin- 
coln. “This result has been accom- 
plished and will continue to be ac- 
complished because of the confi- 
dence which Mr. and Mrs. Public 
have in Mr. JohnQ. Agent. Through 
the instrumentality of the life insur- 
ance agents, private enterprise by 
way of individual efforts to provide 
for individual needs has so far jus- 
tified its existence as to obviate 
much of the alleged occasion for 
government insurance. 


Credits Agency System 


“We who are identified with in- 
surance company management share 
your enthusiasm and that of your 
policyholders, for that matter, for 
both the quality and quantity of your 
service to them. It has been said 
before, but it is worth re-emphasis, 
that nowhere in the world have 
thrift habits of men, women, and 
even children been so stimulated, so 
highly cultivated, as has been the 
case in the United States and Can- 
ada—all this to the crédit of the 
system of agency representation 
which our two countries have found 
so essential and worthwhile.” 

Mr. Lincoln said that while it has 
been growing in the number of per- 
sons insured and in the amounts for 
which they are covered, life insur- 
ance has also grown and diversified 
itself as respects the type of invest- 
ment portfolio which is designed to 
protect this coverage from time to 
time. For instance, he said, one 
would not have to go back many 
years to recall some raising of eye- 
brows when one large life company 
entered the oil field as a suitable 
subject for investment. Oil had had 
some speculative pressure in the 
market place and at that time 
seemed hardly the channel for this 
trustee type of investment. Yet, 
such is the stature of the petroleum 
industry today that, when such in- 
vestments are made in this field, and 
in collateral lines like tankers, pipe 
lines, natural gas, etc., there is gen- 
eral approbation. 


Many Channels 


Mr. Lincoln also cited as fields for 
life insurance investments, railroads 
and air lines, refrigerator cars, trail- 
ers, farms, homes or hotels, office 
buildings, factories, telephone and 
electric light lines, automobiles, and 
so on. 

“You can hardly move about with- 
out seeing something which has 
been the subject of a life insurance 
investment, made, in turn, after the 
most exhaustive study of the gen- 
eral character of the investment,and 
of this investment in particular,” 
he said. 

All these investments bring se- 
curity to localities and help local 
businesses and local individuals,” 


said Mr. Lincoln. “One of the boasts 
of life insurance is that the money 
which is paid in premiums from pol- 
icyholders in different sections is 
very apt to find its way back into 
some type of investments in that 
very section.” 

Some broadening of strict invest- 
ment rule took place when laws 
were amended to permit invest- 
ments in debentures and in pre- 
ferred stocks, Mr. Lincoln recalled. 
More recently, in New York state, 
the barrier against investments in 
common stocks has been taken 
down. But while common stocks, 
within certain legal limitations as 
to amount, will offer certain attrac- 
tions to certain insurance situations, 
it seems unlikely that they will as- 
sume a major place in the invest- 
ment field for some time to come, 
he opined. 


Private Palcements 


Discussing private placements, 
Mr. Lincoln said these have repre- 
sented a natural development in the 
business, particularly since the en- 
actment of the securities law, which 
made it inconvenient and sometimes 
difficult to secure reasonable finan- 
cing, except by way of the exacting 
requirements of the securities and 
exchange commission, devised for 
the special protection of small and 
not too well informed investors. 

Where the field for distribution 
was limited to a few investors ex- 
perienced in analyzing investments, 
there seemed no fair reason for them 
to go through the mechanism of the 
securities and exchange commis- 
sion, and private placements began 
to be the vogue as to many issues, 
as they had been in mortgage and 
other transactions throughout the 
history of the business. Some com- 
panies have found it easier to handle 


Two N.A.L.U. trustees and their wives: Mr. and Mrs. A. Jack Nussbaum and Mr. and Mrs. Harry Syphus. Mr. Nussbaum is with Mi 


Mutual at Milwaukee and Mr. Syphus is general 


a transaction of some magnitude 
than have others, as the result of 
which there has been a little criti- 
cism here and there, but the pro- 
cedure is pretty well understood and 
generally acceptable throughout the 
life insurance business, and certain- 
ly throughout the business world, 
Mr. Lincoln said. 


Needs of Small Firms 


“There has also been a somewhat 
exaggerated concern about the re- 
quirements of so-called ‘small busi- 
ness’,” he said. “There surely has 
been no desire on the part of life in- 
surance investors, so far as I can 
find, to refrain from investments in 
small business if they are otherwise 
acceptable. Some effort has been 
undertaken to make a demonstra- 
tion as to the availability of life in- 
surance funds for small business, 
but this has proven somewhat abor- 
tive because the type of loan which 
is available through this channel 
has in many instances proved un- 
suitable for life insurance invest- 
ment, either by reason of legal re- 
strictions or by reason of the plain 
inadequacy of the security.” 

Taking up taxation, Mr. Lincoln 
said few individuals, outside the 
business itself, whether policyhold- 
ers or public officials, have any real- 
ization of the scope of taxation im- 
posed on the life insurance business. 
At hearing after hearing, legislative 
committees register amazement at 
the amount of tax which is payable 
by the life companies as a tax on 
premium income. Then, too, more 
than one municipality has seen fit 
to impose a local tax, and this, again, 
is usually measured by premium in- 
come. The last compilation of pre- 
mium taxes and such local taxes 
shows that the life insurance com- 
panies are paying in the way of such 


at of Beneficial Life at Salt Lake City. 
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Expresses Impatience 


“When all these localized tay 
are considered we view, with sop 
impatience, efforts to make vastj 
creases io the amount of fed 
income taxes which the compan 
are required to pay by laws adopt 
in the Congress,” he said. “A gq 
deal has been said during the |, 
few years about life insurance cop 
panies paying no federal incog 
taxes. This result was not due} 
any avoidance on the part of thelj 
insurance companies, but cay 
chiefly through the substantial (Keen Riva 
crease in the investment income; \ highl 
the companies.” ouch 3 

Mr. Lincoln emphasized that itj ited Ste 
not because of any desire of life ‘ym reset 
surance to avoid federal income ta B thetr di 
ation but because of the complich, mes of | 
tions of the subject and the @ * finds | 
vergent points of view between th Seton 8 
Congress, the Treasury departma Pe oand t 
and the companies themselves, th 4 iberit a: 
no satisfactory bill has yet beg,, point « 
written. 


Cooperative, Competitive 


The competitive yet coopera 
nature of the life insurance busi 
was stressed by Mr. Lincoln. “4 
may sound like a paradox,” he 
“but I firmly believe it is enti 
true as applied to our institw 
Surely every agent of every ¢ 
pany will be willing to testify 
the business is highly competit 
At the same time, I believe t 
most, if not all, company executivd 
would be willing to testify that th 
business is, notwithstanding, high 
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a year, og “The paradox comes about 
s which phrough the fact that the business 
pay in ygphich seeks to serve the public and 
al Securiphe individual memebrs of the pub- 
ic through some 500 corporate or- 
anizations is an over-all institution 
vhereunder those responsible for 
he management of the various in- 
egral corporations are wholeheart- 
jlv seeking to have that service 
nerformed by themselves or their 
eighbors ina way best suited to the 
ws adopt public good. While each is under- 
1. “A Ce aking, in its own behalf, to give 
1g thet uperlative and satisfactory service, 
rance a ach is conscious of the necessity 
‘al incogfttat they and others in the same line 
not dusl pf endeavor shall so conduct them- 

Kelves as to bring no fair criticism 


tae pon the business as a whole.” 
Uy 


tantial (Keen Rivalry 
incomeg 4 highly developed agency sys- 
_ fem, such as prevails throughout the 
d thatitfrnited States and Canada, made up 
of life id of representatives carrying the flags 
1come tft their different companies to the 
compli. omes of prospects and policyhold- 
id the g rs, lends itself to the keenest com- 
tween tit tition between individuals, but it 
*partmeie; bound to be a competition based 
elves, th pn merit as seen and presented from 
yet deine point of view of each individual 
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Mr. and Mrs. Ned H. Nelson, of Salt Lake 
City, where Mr. Nelson is a member of the 
Syphus agency of Beneficial Life. 


Plans Afoot for New 
Unit of Agency Department 
oast Representatives 


Agency department executives at 
he N.A.L.U. convention who rep- 
sent home offices farther east, but 
who are stationed on the coast, are 
much interested in plans for an in- 
ormal organization. There are some 
1 agency department representa- 
Ives on the coast for. such com- 
panies. The plan is to have no offi- 
ers but the chairman of each suc- 
eeding meeting will be chosen 
Py lot. 
It is planned to hold two meet- 
#.gs a year, one in Los Angeles and 
bne in San Francisco. Representa- 
Ives responsible for Pacific Coast 
Pgencies have been invited, even 
hough they are located away from 
he coast, and western companies’ 
agency department people have 
been invited. The inaugural dinner 
vill be at the Fairmont hotel in 
an Francisco, Oct. 1. Details of 
‘Fre first meeting are in the hands 
bt Clair O. Du Bois, assistant super- 
ntendent of agencies of Equitable 
bf Iowa, in charge of Pacific coast 
mp Rercies. 












competitor, Mr. Lincoln said. 

As examples of cooperation Mr. 
Lincodn mentioned the Institute of 
Life Insurance, the Life Insurance 
Assn., the American Life Conven- 
tion, the Medical Research Fund, 
the cooperative advertising cam- 
paign, L.I.A.M.A., and the Life Of- 
fice Management Assn., Life Under- 
writers Assn., the American Col- 
lege, the Huebner Foundation, etc. 

Perhaps I should close these re- 
marks on a note peculiarly appli- 
cable to this organization which is 
assembled here today. The men and 
women who are here and those who 
are back home on the firing line are 
maintaining this branch of the busi- 
ness and their membership in this 
Association because of a desire for 
cooperation as between themselves 
and the companies they represent. 
“Surely, among the companies and 
among the underwriters, there 
should be just the one slogan made 
famous by ‘The Three Musketeers’: 


‘All for one— One for all’,” he de- Three from Lincoln National: Ben Simon, Norfolk, Va.: John Marsh, Washington, D. C.;: 
clared. N.A.L.U. trustee and candidate for secretary: and William Beardslee, Newark. 
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Moynahan’s Speech 


(CONTINUED FROM PAGE 6) 


ful because it has been a joint effort, 
sponsored and supported morally 
and financially, by one or all of the 
company associationsand N.A.L.U., 
Mr. Moynahan said. “Without the 
enthusiastic support of the L.I.A. 
M.A., the Life Insurance Assn., and 
the American Life Convention we 
could not have made the progress 
which we have recorded.” 
Mentioning the work of the A. 
&H. committee Mr. Moynahan said 
that N.A.L.U.’s work in this field 
has so far been largely exploratory. 
“Today over 50% of our member- 
ship are licensed to sell accident and 
health as well as life insurance for 
their companies, and we are con- 
vinced that we can render a worth- 
while service to them in this depart- 
ment as we have in life insurance, 
through the exchange of ideas, 
methods and techniques which will 
help to fulfill the needs of the in- 
suring public for voluntary A.&H. 
coverages,” he declared. 


Managers’ Committee 


Mr. Moynahan said the commit- 
tee on general agents and managers, 
which it is proposed shall be given 
semi-autonomous standing at this 
convention, has been effectively 
continuing to bring management 
ideas and training to the local level 
throughout the country and has ren- 
dered a worthwhile service not only 
to the managers themselves but to 
N.A.L.U. members who look to their 


management for constructive help 
in attaining maximum personal ef- 
fectiveness. 

“Under the new set-up wherein 
increased funds for research and 
study will become available we can 
look ahead to greater benefits to all 
our members from more efficient 
management.” 

Discussing section 213, the ex- 
pense limitation section of the New 
York insurance law, Mr. Moynahan 
recalled that W.A.L.V. was success- 
ful in having introduced a bill pro- 
viding for the repeal of section 213 
and the substitution therefor, of a 
more equitable and understandable 
set of expense and compensation 
regulations. 

“Within the bill sponsored by the 
association, a bill which is the result 
of more than a year’s study by the 
L.I.A., there has been included by 
our association, provision for se- 
curity benefits within well-defined 
limits in addition to compensation. 
The passage of this bill, which has 
been referred to the next session of 
the New York legislature and which 
is presently being carefully studied 
by the well-qualified New York de- 
partment of insurance and the Con- 
don committee, will be a major step 
in increasing the number of those in 
the agency field who will become in 
fact as well as in name, career life 
underwriters. We shall have avail- 
able for life underwriters, if the bill 
passes as written, security benefits 
on the same basis that we recom- 
mend for our clients and their em- 
ployes and associates. In our advo- 
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For 61 years Woodmen Accident 
and Associated Companies have 
grown steadily in stature and strength 
by providing progressively finer serv- 
ice in the great and growing field of 
personal insurance. It takes all forms 
— accident, sickness, hospitalization 
and life—on individual, family, group 
and franchise bases—to meet today’s 
needs. We offer them all. 
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cacy of this change, however, we 
must point out that the resutl we 
seek may not in itself produce in- 
creased compensation outside of se- 
curity benefits. Our committee has 
recommended that its successor 
bend every eoffrt to assure passage 
of the legislation in 1952.” 

Touching on the social security 
act of 1951, under which full-time 
insurance agents not already quali- 
fied for old age and survivor's insur- 
ance, Mr. Moynahan said that while 
so far, no all-inclusive regulation 
has been issued by either the social 
security board or the bureau of in- 
ternal revenue “but your committee 
and the joint committee of the L.I.A. 
and A.L.C. are alert to the problem 
and are in concert in their determi- 
nation that no agent shall be de- 
prived of the benefits for which he 
is now being taxed. One thing is 
certain, and that is that all full-time 
life underwriters who are paying so- 
cial security taxes are covered as to 
survivor benefits. This is in itself a 
major accomplishment, stemming 
fro mthe joint efforts of our asso- 
ciation and the company groups in 
1950.” 

Mr. Moynahan mentioned the 
question of securing equitable treat- 
ment under section 165 of the reve- 
nue code for agents whose com- 
panies have participated with them 
in setting up pension funds. Up to 
now agents who are not statutory 
employes are liable to tax as income 
in their last year of full-time em- 
ployment on the full amount of their 
company’s contribution to their pen- 
sion fund. “We are happy to report 
to you, and to give full credit to the 
company associations, that legisla- 
tion has been introduced to correct 
this inequity, about which we have 
been seriously concerned for several 
years. The 1951 tax bill should con- 
tain the remedial paragraphs.” 


Outstanding Feat 


Mr. Moynahan termed the out- 
standing accomplishment of the 
year, and one in which N.A.L.U. 
members participated more directly 
than in any other legislative activ- 
ity, the NSLI legislation of 1951. 

“Aside from the fact that service 
men are being treated more equi- 
tably under its provisions, and aside 
from the fact that there are already 
inescapable evidences of its lesser 
cost to the taxpayers, this law is 
notable in that it withdraws the 
government from competition with 
private enterprise,” he said. “We 
must be alert, however, to oppose 
attempts on the part of those who 
resent the restriction of government 
spending and government control, 
to vitalize the long-range value of 
this law by liberalizing amend- 
ments.” 

Efforts to secure passage of 
agent’s qualification laws in 15 
states did not meet with success in 
any instance,’ Mr. Moynahan said. 
In some instances there was every 
reason to believe that the failure of 
the measure was due to militant op- 
position from local companies. 

“Our association will continue, 
nevertheless, to sponsor this legis- 
lation and look forward to the time 
when every life underwriter, even 








the beginner, will be recognized 
a man who can be trusted to adyj 
the public on their life insuray 
needs. We believe that a prop 
agents qualification law is a beneff 
not only to the public, but ultima, 
ly to the general agent or manag, 
and his company because the licen, 
examination requirement acts a 
deterrent to the induction of they 
qualified and unfit, to the drifter, 

the one-case man, and we feel thy 
such types do not help to build oj 
business or the business of any go 

company.” 

Mr. Moynahan mentioned that; 
several states the commissione, 
group definition of 1948 became, 
and while this is commendable a 
a step in the right direction, syq 
definitions have failed so far to elin 
inate the spread of fictitious grow 
which are of dubious public intere 
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The national council was in s¢ 
sion morning and afternoon q 
Tuesday in the Biltmore ballroon 

Other Tuesday events include 
the ““wheelhorse”’ luncheon, th 
meeting of the American Colleg 
Trustees, the American A. Ja 
Nussbaum, Massachusetts, Milwa 
kee presided at the “wheelhors 
College Trustees’ dinner. The lunch 
eon was for all state and local as 
ciation members. Also on Tues¢, 
the Women’s Quarter Million Dol 
lar Round Table reception and diy 
ner, at which Mrs. Norma Wass 
Bard, Phoenix Mutual, Los Angel 
presided as chairman. 

Vice-president D. Gordon Hunt 
of Phoenix Mutual was the speakeq | 

The first general session, wit} 
Mr. Moynahan presiding, got une | 
way at 9 A.M. in the Philharmoni 
auditorium, near the Biltmore. Aft 
community singing and the invoc 
tion by Archbishop J. Francis 4 
McIntyre of Los Angeles, Ma 
Trueblood, Unyion Central, pres 
dent of the Los Angeles Life Unde 
writers Assn. welcomed the gath 
ings to Los Angeles. Following th 
introduction of special guests, Mit 
Moynahan delivered his preside 
tial address, which is reported els 
where in this issue. 
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Paul Hoffman Speaks 


Paul G. Hoffman, director of th 
Ford Foundation, Pasadena, spot 
on “Where Do We Go From Here! 

The final speaker was Chairm 
Leroy A. Lincoln of Metropolit 
Life, whose topic was “Life Insuf 
ance Responds to Changing Cont 
tions.” It is covered elsewhere 
this issue. 

Besides the first general sessi0 










































































other scheduled Wednesday ever and 
included the American Society ‘ 
the C.L.U. breakfast; the meetit 
of the American Society of C.L. 
directors; the Women’s Quart FO} 
Million Dollar Round Table lune 
eon and discussion, the Life Unde W.W 
writer Training Council lunche Presid 
and the annual dinner and conid 
ment exercises of the Amerit 
College and the American Soci 


of C.L.U. 
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Greetings... 
N. A. L. U. Conventioners 


To Los Angeles 


As one of the life insurance companies 
domiciled in Los Angeles, we welcome 


you to sunny Southern California. 


While you are here, visit us at our beauti- 
ful colonial Home Office building. We 
will be happy to see you. 


Constitution Life Insurance Company 
434 SOUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 
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FOR GROWING MEN 




















TO NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


for a 
MOST SUCCESSFUL CONVENTION 











ROBERT E. CECIL 


Inspector of Agencies 
Brockman Building * Los Angeles 
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WELCOME TO LOS ANGELES 


While bere be sure to visit world famous 


FOREST LAWN 
MEMORIAL- PARK 


Visit The “Last Supper” Window, “The Cruci- 
fixion” (America’s largest religious painting), 
and countless other art treasures. 


Telephone CLeveland 6-3131, 


and arrangements will be made for your tour. 


FOREST LAWN LIFE INSURANCE CO. 


W. W. Eaton 
President 


John Ford 
Agency Director 














Greetin gS 
to the N.A.L. U. 


New World Life of Seattle, Washington wel- 







comes you to the Eastern section of the Pacific 





Coast. (You are still east of Reno, Nevada.) 


If your return transportation routes you through 
the far West, give us a chance to show you true 





western hospitality. Then you can go home, talk 





it over with your family and be certain that this 





Company, along with the others in this area, will 






do everything possible to help you find a home out | 





here where your family can begin to really live. 


NEW WORLDLIFE 


INSURANCE COMPANY 


Seattle 4, Washington 








John J. Cadigan, President 
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. 
ACCIDENT ¢ ANNUITIES * HOSPITALIZATION «© WHOLESALE GROUP ¢ LIFE « MORTGAGE LOAN | 


¢ ACCIDENT + HOSPITALIZATION ¢ HEALTH © ACCIDENT « HOSPITALIZATION ¢ HEALTH * ACCIDENT « HEALTH « 


ACCIDENT * ANNUITIES * HOSPITALIZATION © WHOLESALE GROUP « LIFE « MORTGAGE LOA 


All Prospects Are Not N 
But Some Are Hard to Crack 


We use our popular 4 in 1 PLAN to crack the tough 
ones — It combines LIFE, ACCIDENT, HEALTH & 
HOSPITAL IN ONE COMPACT PACKAGE — Most 
prospects need ONE or ALL 4 — Chance for a sale 
is 4 to 1. 





EXPANSION 


OUR EXPANSION PLANS HAVE CREATED OPENINGS FOR SEVERAL ADDITIONAL 
REGIONAL SUPERVISORS. Our supervisors are compensated with SALARY, 
EXPENSES, and incentive bonuses, resulting in better income for the producer who 
can qualify. Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write— 

B. Taylor, Vice President. 


. toe FIDELITY 


W. RALPH JONES, President 





Kansas City 6, Missouri 


Thirty-Sixth Year of Faithful Service 
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Estate Planning Service 





TO ALL NALU DELEGATES 
Greetings 
Fon ns a 
J.D. Marsh & Associates 


James C. J. Ballagh Russell W. Klise 

Robert D. Coffman William J. Mackenzie, Jr. 
Mitchell T. Curtis, C.L.U. Col. D. I. Moler 

Richard Q. Devine Leslie H. Patton 

Owen E. Fang James W. Rand 

Robert P. Gatewood Charles K. Reid, II, C.L.U. 
Wilson P. Graham, C.L.U. Eugene F. Roesser 
Harvey H. Hamilton T.E. Spencer 

Robert D. Haney James C. Van Story, Jr. 
Charles I. Haycraft Charles C. Whitfield 


Robert J. Klingenberger Roy H. Woodside, C.L.U. 
John D. Marsh, C.L.U. 


Business Life Insurance 


122 Marsh Building 
WASHINGTON, D. C. 


Employee Benefit Plans 


Executive 7343 














The prospect has the last word. Very often it is, “Pll take it,” when 
Washington National representatives mention any one of three unusual 
coverages. 

1. Non-can. hospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 

2. Non-can. monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 

3. Single-premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 
needed. 

Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverage (as well as the standard 
line) will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


R. J. WETTERLUND, President 
G. P. KENDALL, Secretary 


H. R. KENDALL, Chairman 














The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent’s and general agent's 
contracts to those looking for a permanent con- 
nection. 


@ Complete line of Life Insurance policy contracts 
from birth to age 65 with full death benefit from 
age 0 on juvenile policy contracts. 


Complete line of Accident and Health policy con- 
tracts with lifetime benefits. 


Individual Family Hospitalization contracts with 
surgical, medical and nurse benefits. 


Complete substandard facilities. 
Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies : 


COMPANY’S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, 
Michigan, Minnesota, Missouri, Nebraska, New Jersey, North 
Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT—DIRECTOR OF AGENCIES 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 











Greetin, 





no matter how high the mountain 


Jr. 








there’s still only one peak! 


“AGI 


The Insurance Industry forms some of the highest mountains 

in American business today and the ranges extend from Maine to 
California. And these mountains are reaching newer and higher 
elevations every day. But unlike mountain climbing you don’t need 
nee ‘ crampons and rope to reach the top. The only tools necessary are 
- determination, initiative and sincerity. 


Massachusetts Indemnity Insurance Company today is outstanding 
as one of the peaks in the Non-cancellable Disability Income protection 
field simply because of the determination of it’s various managers 
in scaling the heights. 


vith 


Here in California, as elsewhere, our Non-cancellable Disability 
Income policies have come to be “the accepted” in rounding out 

a client’s life insurance program. Because it has become such, we want 
to take this opportunity to thank the many Life Underwriters who 
have been affiliated with us through these many years as we 

scaled the mountains and reached the peak. 


sas MASSACHUSETTS INDEMNITY INSURANCE COMPANY | 


rth William E. Lebby, State Manager 
609 South Grand Avenue, Madison 9-3393 
Los Angeles 17, California 


NY Thomas S. Dixon, Northern Calif. Manager 
58 Sutter Street, Sutter 16412 
San Francisco 4, California 








, Greetings and best wishes to NALU assembled in Los Angeles 
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% 
of CAREER UNDERWRITERS ~’” 


THE WEST has a proud heritage of achievement. 

‘So has the National Association of Life Underwriters. 
As Westerners, we extend the warm hand of welcome 
to you who have contributed so much to the 
remarkable progress of America’s life insurance 
industry. Meeting here, in a youthful land of vigor 
and promise, may we all find new inspiration and 
knowledge to help us better serve the men, women, 


and children of America. 


with 
Cal-Western 


* SOUND TRAINING 











through intensive study and field work under 
CWSL's nationally-recognized “You, Inc.” 
training plan. 


California-Western States fet A RO 





. . . attractive first year commissions and 
continuous renewals, plus extra bonuses and 


LIFE INSURANCE COMPANY || --- 

Brite wwe “™ *& MANAGEMENT OPPORTUNITIES 

ee ee ees : . - - for those who demonstrate interest and 

Pee ee Se aptitude in this phase of the life insurance 
business. 


IME OFFICE: SACRAMENTO aos & ASSURED RETIREMENT | 
wire ae ea oe : : through CWSL's liberal retirement plan for © 
Agents and Managers. 


























